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FOOTNOTES - 


Aa) f 


Cl page of informellion and suggerlions fer "Friendly retailers. 
A Record Sports Shoe Selling Season 





The coming “Friendly” Sport Shoe 
season is expected to beat all previous 
sales records! 


We're basing this prediction on two things: 
past performance and indicative trends. 
Big words which mean exactly this: 


During the month of June, 1933 
“Friendly”’ deajers chalked up a large 
gain in sport shoe sales over the same 
month in 1932. 


For the past five or six years the male 
contingent of our population has been 
looking to its plumage. The ‘‘dress-up”’ 
idea has taken a firm hold and has shown 
up most decidedly in the summer ward- 
robes of the country. 


Sport shoes have blossomed out from a 
very plain beginning in white oxfords 
to a wide variety in wing-tips, black 
and brown combination trims, leathers 








in white buck-skins, white kid, glazed 
calfskins, perforated and _ lightweight 
models. 


Jarman realized early what a force sport 
shoes would be in men’s wear. As a result 
the ‘‘Friendly”’ line has been progressively 
developed to a point where no line today 
gives a greater range of imagination in 
sport shoe design. Today, the man with 


is just over your Business Horizon 


"WWYs 
ly Ning 


a foot calling for a 14AAA is no longer 
forced to envy his fellowmen their smart 
looking sport shoes. “Friendly” Sports 
are stocked in sizes from 5 to 15 and 
widths from AAA to D. Is it any wonder 
‘Friendly’ dealers have reaped a heavy 
summer harvest? 


If our salesman hasn’t shown you the new 
1934 styles, let us hear from you at once, 
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Last Big Shot of 1933 


Both as a wind-up of the “Friendly” 
National Advertising Campaign in 1933 
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JARMAN SHOE COMPANY — 


and forerunner of the Campaign for 1934, 
the ‘‘Friendly’’ advertisment shown op- 
posite appears, full-page space, in the 


Dec. 23rd issue of The Saturday 
Evening Post 
(On the street Dec. 19) 


Tie-in with this message by advertising 
in your newspaper. Use the special tie-in 
ad supplied for 
the purpose. 
Never are social 
activities more at 
their height, never 
are men more de- 
sirous of appear- 
ing well dressed, 
than around the 
holidays. What 
better time to 
advertise and sell 
“Friendlies.” 





\We learn 


m the 





2 col. 8” Tie-in ad. 
Run it week of Dec. 
19th. Mat sent on 
request. No. J-616. 











NASHVILLE, 


“And the Barber 





Kept on Shaving!” 
cag aaa y> 


Gentlemen: 
This is just a complimen- 


tary letter concerning your ee 
wonderful “Friendly” ey 
Shoes. 7 

P SS 
I have been having trouble From the 
with my feet for the past Mail Bag 


4 years and I wish to state 
that the “Friendlies” I got from John L. Becker 
of this city a few weeks ago, have given me the 
best in shoe comfort. 


It’s nothing unusual for a barber to complain about 
his feet, as you are aware of the fact that a barber 
is on his feet most of the day. 


I have bought shoes here and there, leading brands, 
and shoes that looked attractive to the eye; but 
none have given the comfort that your “Friendly” 
Shoes have given me these past few weeks. 


I tried “Friendly” Shoes on a recommendation 
of a friend, as I was always complaining about my 
feet. I blamed the long hours that I stand on my 
feet for the constant aching and burning sensation. 
Thanks to that friend for the kindly tip that he 
gave me, and which brought a master to these 
corns that were formed through mis-fit shoes. 
A boost from now on for “Friendly” Shoes. 
Sincerely yours, 
(Name on request) 


TENNESSEE 


DIVISION OF GENERAL SHOE CORPORATION 
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The VOICE of the TRADE 


W holesaler 


or DISTRIBUTOR is defined by 
the Code as a person or firm, or 
definitely organized division there- 
of, which buys and maintains at 
his or its place of business a stock 
of the lines of merchandise which 
it distributes, and which through 
salesmen, advertising and/or sales 








promotion devices, sells to retail- 
ers and/or to institutional, com- 
mercial, and/or industrial users, 
but which does not sell in signifi- 
cant amounts to ultimate consum- 
ers. This term shall not include 
concerns which sell or distribute 
predominantly to customers in 
which they have a controlling 


financial interest. 
* x Ok 


Ram Leather 


is a stock that’s little known, even 
among well-informed members of 
the trade. It’s made of the pelt 
of the gentleman of the sheep 
family, who has an uncommonly 
tough pelt. It’s chrome tanned 
for strength. It’s used for soles 
of baby shoes and a few other 


purposes. 
x *k x 


« - and Elmes, Limited, 
of Toronto, salute 1934 with a 
new and modern shoe store, with 


unusually beautiful fittings. The 
entire facade, three stories high, 
is finished in bronze. The display 
windows are trimmed in walnut, 
and the stands on which the shoes 
are placed are carved walnut. The 
interior is a combination of ma- 
hogany and ivory. All fittings are 
mahogany. The shelves and cases 
holding the stock rise six feet 
from the floor and around the col- 
umns are mirrors also six feet 
high. The walls are delicately 
tinted in ivory. Leading to the 
first floor are white marble stairs. 

C. L. Owens and J. T. Elmes, 
the owners, have been partners in 
shoe stores in Toronto for over 
20 years. 





J ames Wright, 


president of G. R. Kinney Co., 
Inc., says: 


“Good team work under the NRA 
is the answer to the successful oper- 
ation of any organization. Team 
work is the united effort of all de- 
partments working together for a 
carefully planned objective—profit. 

“Best results are accomplished 
when every one functions loyally, 
efficiently and unselfishly in his or 
her position without any thought of 
individualism or star performance 
that might mar the successful ac- 
complishment of our carefully plan- 
ned objective. Naturally there will 





be outstanding accomplishments of 
members of the team, due to progres- 
sive initiative, splendid support and 
faithfulness to details on the part of 
many others, but their spirit of un- 
selfish-devotion to the success of our 
program will be an encouragement 
to all for greater personal coopera- 
tive effort to increase the dynamic 
force of the forward movement.” 


* * * 


WE/RE A SHINING EXAMPLE 
OF _GOOD_ BUSINESS 
hppa 


CS CH 






The Shoe Polish 


Institute and the National Associ- 
ation of Manufacturers of Shoe 
and Leather Finishes and Cements 
are to have a joint code, and it is 
expected that this code will be set 
up on or before Dec. 1. Both the 
association and the institute had 
previously prepared codes. Some 
Federal agencies report the polish 
and the finish enterprises as one 
industry, and so it became desir- 
able to consolidate the codes. 
Business in shoe polishes is re- 
ported to be greater than business 
in shoe finishes. The difference 
between them is that the finishes 
are for factory use and the pol- 
ishes are for home use, unless a 
man patronizes ‘a shoe shine stand. 
A hundred million people, more 
or less, giving their shoes a daily 
shine, ought to use up more dress- 
ing than a few thousand shoe- 
makers polishing up shoes in 
factories.. The polish firms also 








have a large export trade, sending 
to 82 countries in a recent year 
2,700,000 pounds of polishes. 


* * x* 


adaiies H. Leach, 


vice-president of the Geo. E. 
Keith Company, and three times 
General Chairman of Brockton’s 
Community Fund, this year is 
Chairman of the Special Gifts 
Committee and is doing a whale 
of a job. 

Mr. Leach is the well-known 
“Walk-Over” executive, and judg- 
ing from reports received to date, 
is ‘ walking-over” the records of 
the past in getting results. 

ok * * 


p resident John W. Bartlett, 
of the W. L. Douglas Shoe Com- 
pany, Brockton, was appointed 
chairman of the Massachusetts 
Civil Works Board and is now 
busily engaged in distributing the 
$12,000,000 public works appro- 
priation throughout the Bay State. 

His friends delight in telling of 
an incident in his career during 
the World War when serving as 
a major in the judge advocate gen- 
eral’s department of the Seventh 
Division. 

Before a trial board, of which 
Major Bartlett was chairman, a 
veteran infantry corporal, lately 








detailed for special duty in a 
chemical laboratory, was being 
court martialed for allegedly hav- 
ing used “language unbecoming a 
non-commissioned officer.” 

Prosecution witnesses were all 
ready, but Major Bartlett, as 
usual, was prepared to cut red 
tape. 

“Let’s hear the prisoner first,” 
he suggested. “Take the stand 
Corporal, and tell us your story.” 

“Well, sir,” testified the ac- 
cused non-com., a _ leather-faced 
old-timer, with a frosty twinkle in 
his eye, it was like this. Private 
Hastings, a clumsy feller, sir, was 
trying in his dumb way to put 
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I'M Too BUSY SELLING SHOES 


WHAT dO 
You THINK 


GELATION 





MIND YOUR OWN 
BUSINESS 


—What is inflation? ‘ 

—What effect will the Administration’s gold 
purchase plan have upon the dill pickle 
industry? 

—What would happen to the gold fish in- 
dustry if France should go off the gold 
standard? 

—All these and other questions are being 
considered and argued pro and con at 
Rotary Club meetings, in the corner 
grocery and around the kitchen stove. 

—But, the average man such as you or |, 
doesn’t know very much about it all— 
and why should we? 

—tLeave the solution of these difficult and 
perplexing problems to the professors. Our 
job is to sell shoes, and still more shoes, 
at a profit. 

—Whether the monetary standard be gold, 
silver, copper or tinplate, people are going 
to continue to buy shoes and to wear 
these shoes out. 

—And the shoe business is still going to 
be a good business to be in, and a much 
better business as time goes on. 

—So, let us plan to mind our own busi- 
ness in 1934 and prepare for a 360,000,- 
000 pair turn-over. 

—For it’s going to be possible to make a 
very respectable profit this coming year. 


Zot 6 TER 


President. 





some hot liquid up on a shelf. And 
he lost his balance, sir, and spilled 
the whole can of D’iling liquid 
down my neck and all over my 
new uniform. And so, sir, I says 
to him, I says... .” 

The court waited hopefully. 

“I says to him,” continued the 
corporal, “Really, Private Hast- 
ings, you should be more careful 
and i 

That'll do Corporal,”  inter- 
rupted Major Bartlett, “I find you 
guilty, as charged. Using lan- 
guage unbecoming an army non- 
com. Sentence indefinitely sus- 
pended. And the prisoner dis- 
charged.” 





* * * 


Coty mailing 
of Christmas cards and parcels is 
recommended by the Postmaster, 





to insure delivery before Christ- 
mas Day. There will be no deliv- 
eries on Sunday, Dec. 24, and 
Monday, Dec. 25—so every store 
everywhere should urge “Shop 
and Mail Early.” 


* * * 


Frank E. Ballou, 


of Providence, R. I., says: 

“These are strenuous times 
which we are going through, but 
I believe there is an up-turn, even 
though there was a let-down, per- 
haps from the middle of Septem- 
ber to, say, November, although 
we have shown a steady increase 
in net results since last April. 

“We are hoping for the best and 
going along with the President’s 
program, even though we may not 
be fully sold on all of its details. 
This, I believe, is the only thing 
we should do. 

“We have pulled out of all 
cther depressions and _ probably 
would have pulled out of this one, 
but this, you know, is world-wide, 
and all other depressions in your 
day and mine have been within 
ourselves.” 


* * * 


Recognizing 


his many years’ service in the 


Governor’s Council of the State 


WZ 


of Massachusetts, the Councilors’ 
Club of Massachusetts last week 
elected former Councilor Harry 
H. Williams, president of the C. 
S. Pierce Company, nationally 
known shoe findings executive of 
Brockton, president of the organ- 
ization. 

Mr. Williams heads the organ- 
ization comprised of present and 
past members of the Bay State 
Governor’s Council for the com- 
ing year. He served his district 
in the Governor’s Council under 
former Governors McCall, Cox 
and the late Calvin Coolidge, when 
the latter presided on Beacon Hill. 








SA eR is alba 


ciel al aa oR a tne 
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Siac Bases. 








Many of the 


volume shoemakers and whole- 
salers of cheap shoes are seeking 
a hook-up with Russia. 

No sooner had President Roose- 
velt and the Soviet’s representa- 
tive agreed to resume relations be- 
tween the two governments than 
did the various representatives of 
such houses in the shoe field “lay 
down” their merchandising bar- 
rage. One fact stands out above 
all others. Russia officially and 
otherwise knows today where, 
how and when shoes can be ob- 
tained at prices ruble-low. 

*k OK * 


dd Aas 
Admission 


-—-a penny for each inch your foot 
is long. Measured at the door.” 
That’s the admission charge of 
an entertainment at the Swamp- 
scott Unitarian Church. Big feet 
pay more than little feet. But 
don’t they take up more floor 
space ? 


* 
, ae 


numbered 418 when Uncle Sam 
last counted them (1931) which 
was 53 less than in 1929, and there 
were more than 1300 back in 
1900. Be the number as it may, 
leather is better and there is more 
of it. 
* Ok 


Ces Ashton 


of Salem, Mass., usually has some 
pretty good stories and this time 
it’s an extra good one. He has 
some mystery shoes, and all of his 
Sherlock Holmes talent as well as 
his clerks’ and his friends, has not 
yet solved the mystery. It seems 
that some mechanics, remodeling 
a room adjacent to George’s shoe 
store, took down a partition, and 
behind the partition found a door, 
and opening the door found a 
closet full of shoes. How they 
got there is more than anybody 
knows. Probably they were put 
there along in 1894, for they are 
of the style of that date, having 
the long tooth pick toes— 
three sizes in length oversize. 
George proved it by putting a No. 
8/A toothpick -toe beside a No. 
5/A tie from stock. 
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Now the surprising thing about 
the shoes is that after they were 
brushed up they looked as fresh 
and as bright as when new—des- 
pite the fact that they had been 
hidden away for nearly 40 years 
—and when some samples of 
them were put out for display, 
shoppers commented on them as 
a new novelty, though the old 
timers well recollected the tooth 
pick toes. 


D. F. Kelly, 


president and general manager of 
The Fair, Chicago, says: 


“Count on us all the way, Mr. Pres- 
ident! The NRA is bringing us out 
of the economic doldrums. It is put- 
ting more good spendable American 
dollars in your pay envelopes. It is 
making the smoke of a better day 
pour forth once more from smoke- 
stacks. It is bringing a new army of 
eager-to-work men and women back 
to jobs. It is putting a smile on their 
lips—and a-song in their hearts. 

“Keep Chicago Ahead!” Keep every 
city, town, hamlet and farm ahead! 
The NRA is an experiment, yes; but 
the rugged principles that underlie it 
are sound, progressive, mutually help- 
ful—-and our government today—and 
fifty years from today—must continue 
to respect and advance them. 

“We are one of the many institutions 
that believe whole-heartedly in the 
National Recovery Administration. We 
are definitely convinced that we shall 
succeed if we all pull together. We 
know full well that there is ample re- 
sourcefulness, intelligence and pliability 
in our good people to do another mi- 
raculous job!” 








<4 









%.. Travelers 


Association of Los Angeles re- 
port a great deal of Pacific Coast 
interest in the semi-annual Shoe 
Fair and Style Show, to be held 
at the Alexandria Hotel, Jan. 
15th, 16th and 17th, 1934. Mem- 
bers of the Retailers Association 
of Los Angeles will be the hon- 
ored guests and judges of the style 
show. At the previous show a 
rebate was made to every ex- 
hibitor. 

Joe Kalisky, President, says: 

“Several of our members, as well as 
non-members, who will exhibit and 
know of our wish to rebate, thought 
that the excess profit should be placed 
in a fund and used to assist any Shoe- 
man, Traveler, Retailer, Clerk, Jobber 


or Manufacturer, who may need tem- 
porary financial assistance.” 


And he is sending out a ques- 
tionnaire on the subject. 
* > is 


F rom Java 
come the water snakes of which 
many shoes are made for the 
daughters of Eve to wear, the 
pelts being anywhere from a foot 
to a yard or more in length. But 
they are sold by the width across 
the shoulders, not by the yard. 
Does anybody know where a 
snake’s shoulders are located, out- 
side the leather men who measure 
them? The snakes thrive in the 
water of Java, not on trees. like 
the boa. They are valued accord- 
ing to their grain and color 





Siew 


“Please, mister! Won't you take a look and see if there’s a sweet little slipper for me?” 





ROGER A. SELBY 


President, National Boot and Shoe 
Manufacturers Association 


Pile York—The thirtieth annual 
convention, of the National Boot and Shoe Manufac- 
turers Association was most auspicious in its opening. 
An attendance of nearly one thousand persons in the 
grand ballroom of the Hotel Commodore on Monday, 
Dec. 4th, was an inspiration, but perhaps needs some 
explanation. The reason for so large an attendance 
was not because of the convention itself but because 
of the style conference called for 4 p. m., and the 
audience contained some two hundred women inter- 
ested in fashion, first. 

President Roger A. Selby opened the convention 
with his annual address, outlining the accomplish- 
ments preparatory to the code and the possibilities 
of progress because of it. Some 200 manufacturers 
in the audience found his address inspiring and in- 
formative. A business man was talking to business 
men on a topic influencing their business lives, and 
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Manufacturers 
Stage Smart 


Sound Keynote for a New Sea- 

son, With Code and Fashion As 

Influences to Quicken Industry's 
Recovery 


he gave a masterly presentation of the economics of 
industry for the year to come. 

J. O. Ball, managing director of the association 
(and previously honored at the Executive Committee 
meeting by appointment as executive vice-president), 
then gave his annual report, the delivery of which 
was most exceptional because he had memorized it 
almost verbatim. 

Harold C. Keith, chairman of the Resolutions and 
Amendments Committee, presented six amendments 
reconciling the Constitution of the association to the 
code machinery for 1934. Each amendment was unan- 
imously voted by a show of hands. Mr. Keith then 
read the resolutions in tribute to departed members. 

J. Franklin McElwain, chairman of the nominating 
committee, interpreted the directorate in the light of 
a body “truly representative” and revealed the line- 
up geographically, also as measured by type of prod- 
uct, grade and volume of business. Perhaps no asso- 
ciation in the land has ever selected its directorate 
with such care to insure true representation, Mr. Mc- 
Elwain said. 

Col. Roscoe S. Conkling, Deputy Administrator 
under the National Recovery Act, interpreted the gov- 
ernment’s side of the new partnership in industry. 
His tribute to General Williams was as fine an appre- 
ciation of an officer to his chief as had ever been 
uttered, and brought hearty applause from the 
audience. 

Colonel Conklin demonstrated the co-operative part 
administration will play in the self-government of 
industry by itself as a friendly supervision, without 
harsh policing, unless individual actions make it nec- 
essary to move against recalcitrants. The industry 
is indeed fortunate in having so capable a contact in 
Washington. 

At precisely 4 o’clock Frank A. Garside, chairman 
of the Style Conference, stood in front of the micro- 
phone to introduce the most colorful spectacle of 
the footwear year. His first speaker, Ewart S. New- 
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Convene an 


Style Show 


Roscoe S. Conkling Reviews Prog- 

ress to Date Under NRA and 

Makes Strong Plea for Coopera- 
tive Support of Law 


son, high-lighted men’s apparel in footwear. Very 
brief reference to a season of white, washable clothes 
necessitating white footwear and sports attire calling 
for brown buck oxfords led him into the subject of 
closest interest to the speaker, namely golf footwear. 
A golf room locker was shown with men’s colorful 
dress high-lighted to emphasize the fact that with all 
this fine outdoor raiment the average man would step 
cn to the links with a dirty pair of two-tone golf shoes 
of many years vintage. He suggested that every 
merchant might well show a golf room locker so as to 
reveal the positive need for new golf shoes in 1934. 

Margaret Case gave a 50-50 line-up of Paris in- 
fluence plus American designing for Spring, 1934. 
And then followed the gorgeous, glamorous, style 
show, with mannikins directed by Alma Archer. 

As a prelude to the buying week it was indeed a 
splendid beginning. Inasmuch as we go to press be- 
fore the Seasonal Opening ends, we reserve for next 
week’s issue the analysis of buying trends and such 
high lights as will interest the trade. 


P resident Roger A. Selby, 


opening the convention, said in part: 


“The year just passed has been a momentous one for the 
shoe industry. Likewise it has brought important changes 
for your association—our membership has increased greatly, 
and our responsibilities built up enormously in new fields.” 


He then summarized the preparation of the code 
and explained its enactment into law. 


“Now, we find ourselves in a position where if a reform 
in the industry can justify itself as equitable, the weight of 
the Government is placed behind it to make it binding on 
all units in the industry. The implications and the possi- 
bilities of this situation are boundless for good in the industry. 

“Take, for instance, the matter of discounts. Each retail 
shoe buyer naturally does the best he can for himself, buying 
upon the most favorable terms he can secure. It results, 
therefore, that if no limit is placed upon the granting of 
special terms by the industry itself, the sky can readily become 
the limit with the consequent unsettlement of merchandising 












ROSCOE S. CONKLING 


Deputy Administrator, National Recovery 
Administration 


in the industry and the encouragement of competition which 
is by no means fair. While our shoe code has not gone as 
far in this respect as many another code has done, yet when 
we consider the great variety of terms in use in the industry, 
a very definite step forward has been taken. 

“The code now provides a definite means for deterring the 
unscrupulous manufacturer from misbranding his products 
or misleading by advertising with respect to the quality, 
value, manufacture or construction of his merchandise; of 
imitating or simulating the trade marks, slogans or other 
identifying marks of his competitors. 

“The necessity for adequate cost accounting in shoe manu- 
facturing is emphasized in the code and the practice of sell- 
ing below cost declared detrimental. Provision is made for 
coping with this highly important but complicated problem in 
the industry and it is to be expected that the code authority 
will, at an early date, take further steps in control of this 
important phase of the business. 

“Analogous to the evil of special terms, is the contribution 
by manufacturers to the cost of customers’ advertising, where 
the manufacturer’s name or trade mark does not appear in 
such advertising. Under the code this practice is no longer 
permissible, and another element of unfair competition has 
been removed. 

“Take again the question of the style show evil. We are 
all familiar with how these shows have become so numerous 


and their financial program so burdensome to shoe manu- 
facturers that there was practically a universal demand for 
a remedy. This remedy, we believe, has been found. Natu- 
rally where there is any disturbance to long-established prac- 
tices, some discomfort is caused to the promoters of shows, 
who have derived income directly or indirectly from manu- 
facturers beyond the level of the services rendered. The 
manufacturers have no quarrel with any legitimate efforts of 
retailers’ associations. On the contrary, they would unques- 
tionably encourage retailers in convention for educational 
purposes, and aid them in any reasonable manner. However, 
the unfortunate practice had grown up over a period of years 
in which retailers’ associations managed displays of the manu- 
facturers’ merchandise, but for which the manufacturer was 
obliged to pay, and pay heavily. It is but logical that the 
manufacturers in our own industry, as it has always been in 
other industries, should control the display of their own 
merchandise and have something to say about the expendi- 
tures in connection therewith. 

“Too many shoe manufacturers have been confronted from 
time immemorial with the necessity for doing things not as 
they. wished to do them, but as they were compelled to do if 
they met their competition and stayed in business. These 
days, I hope, are happily over and the opportunity is afforded 

-the manufacturer to produce merchandise of appropriate 
quality in his grades, paying a fair amount to labor and still 
have something left for his efforts. I trust that the day is 
now here when everyone of us can take pride in our product.” 


Managing Director, Jay O. Ball, 


reported in part: 


“The day of the good fellowship, get-together, handshak- 
ing, trade association is past. Demands upon the time and 
energies of manufacturers are too great, and there are so 
many opportunities to receive information from service or- 
ganizations that a trade association, to be successful, must 
be able to point to definite accomplishment for its members 
and for the industry it represents. 

“With immediate and important problems confronting us, 
it is inadvisable to dwell too much on past performances; but 
perhaps one illustration may be cited of the service ren- 
dered by our association for its members. I shall read the 
following sentence from the Code of Fair Competition for 
the Boot and Shoe Manufacturing Industry, as approved by 
the President of the United States: ‘Article VIII, Section 5— 


Unjustifiable Returns, Excessive Claims and Unfair Cancel- . 


lations. The methods of cooperatively exchanging informa- 
tion regarding such practices through the National Boot and 
Shoe Manufacturers Association may be recommended to be 
continued subject to the approval of the Administrator.’ 

“At the public hearing in Washington, the Consumer Ad- 
visor questioned this branch of our service as a ‘Black List,’ 
which it is not; and after considerable discussion the Deputy 
Administrator recommended the retention of this clause in 
the Code. Each year the association publishes a book con- 
taining a list of two or three thousand retailers and jobbers, 
reported by three or more members as having made unjusti- 
fiable returns, unfair cancellations, accounts placed for collec- 
tion, etc., and supplements are issued in order that members 
may be informed of the trade practices of these accounts, 
some of which have been reported by a dozen or more mem- 
bers. This is only one of the departments of activity of the 
association, which our members have told us is alone worth 
the entire cost of membership in the association. 

“We have judged the effect of the code for our industry 
so far by the many letters, telephone conversations and dis- 
cussions with shoe manufacturers who have been in our 
offices, and it seems that the Code, and the National Recovery 
Act itself, are approached from three angles: 

“First, by those whose opinions may be summarized in the 
usual phrase, ‘It can’t be done.’ 

“A second viewpoint is that of commonly called ‘chiselers,’ 
who in the past have undermined the industry and now seek 


BOOT AND SHOE “RECORDER, December 9, 1933 


to find ways to evade the Code by whatever means they can 
think of. 

“And third, from the standpoint of reputable and responsible 
shoe manufacturers who have set aside their personal opin- 
ions in a national emergency, and have concentrated their time 
and effort in working out the best possible code and providing 
for its administration. 

“As in many undertakings, the knockers and fault-finders 
are often more vociferous than constructive men; and 
the chiselers are doing much hair-splitting, although with 
evidently more concern than heretofore. It is quite apparent 
to us that by far the larger number of shoe manufacturers 
are making a genuine effort, not only to live up to the Code 
but also to assist in its administration; and it will, of course, 
be the effort to so administer the Code that legitimate, 
honest and efficient manufacturers are benefited. 

“There are those who seek to dismiss the National Indus- 
trial Recovery Act as academic and theoretical. However 
true or false this approach may be, it is nevertheless a fact 
that the National Industrial Recovery Act itself is not a 
theory. It may be an experiment; but regardless of the 
basis on which it may be conceived, the National Industrial 
Recovery Act is law; and so also, is the Code of our Industry. 

“If our industry is to govern itself, it seems essential that 
it should properly evaluate that primary selfishness which 
lies at the very base of our industrial system; and at the 
same time, estimate to what extent cooperation among the 
various units in our industry may be of benefit. Proper 
balance between individual initiative on the one hand, and 
cooperation on the other, is vital to the success of self- 
government of industry; if not, indeed, to its self-preser- 
vation. 

“As a result of careful analysis and long and sustained 
efforts of our committee in Washington, the shoe manufac- 
turers of the country have in the National Boot and Shoe 
Manufacturers Association the opportunity to partake in 
the responsibilities and exercise the prerogatives of self- 
government. Through membership in the association, there- 
fore, each manufacturer can become a part of the admin- 
istrative agency for the Code; and upon each individual unit 
in the industry rests the possibility and responsibility of 
success or failure of the industry in the effort to govern 
itself. We cordially invite all shoe manufacturers to join 
our association, for the benefit of themselves as well as of 
the industry. 

“It should be understood that membership in the associ- 
ation is separate and distinct from the charge authorized in 
the code for expenses of the Planning and Fair Practice 
Committee for administration of the Code. The fund col- 
lected for administration of the Code is kept in a separate 
account and is disbursed by the Planning and Fair Practice 
Committee, and has no connection with the maintenance of 
the association. The payment of the charge for administer- 
ing the Code is mandatory in the Code, while membership in 
the association and the opportunity through the association 
for self-government and self-regulation of the industry is 
purely voluntary. The officers and directors of the associ- 
ation have made a sincere effort in behalf of the industry, 
and hope for the support and cooperation of every unit in 
the industry through membership in the National Boot and 
Shoe Manufacturers Association.” 


Cat. Roscoe S. Conkling, 

Deputy Administrator, NRA, in charge of the Shoe 
Manufacturing Code, was principal speaker at the 
convention, and said in part: 

“The order for advance is simple—five words: Live up 
to your code! 

“Employers, employees, both of you, live up to your code! 
The spirit of it first, then the letter. 

“The footwear industry should circulate about one billion 
dollars annually. The footwear industry should count about 
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F. L. Emerson Dunn & McCarthy, Inc. Auburn, N. Y. 
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George S. Laird Laird, Schoeber and Co. Philadelphia, Pa. 
Frank S, Rice Rice-O’Neill Shoe Co. St. Louis, Mo. 
F. I. Sears Bates Shoe Company Webster, Mass. 
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Gentlemen, that is a 
But more important, it is an 
awful lot of people—350,000 human beings! 

“Yours is one of the oldest and largest of industries. Why 


350,000 human beings at its roll call. 
large amount of money. 


not take the lead? Lead the way by living up to the rules. 
Obey your own law! And why not obey it? It is the law! 

“A carping critic but recently screeched, ‘We need policy 
based on experience, not experiment.’ He does not know 
his lesson because that is just what the NIRA and the NRA 
are—the result of a tried, effective experience, insofar as the 
policy of administration is concerned. 

“Note the analogy. 

“T have no direct contact with the President of the United 
States, but I do not need to be told that Congress, the Presi- 
dent and the Administrator know the American people do 
not require a policeman on every block, a squad of soldiers 
in every square, black-robed judges and yawning jails to 
execute a law of this nation if it is a good law, and this ts 
a good law. It is not a prohibition fantasy requiring an army 
of snoopers; it is not a law to apprehend kidnapping gangs 
or criminals. It is a law to cope with an industrial emergency 
confronting all of us. 

“Enforcement! Enforcement! That is the wail now 
going up. I despise the word as applied to us, to you 
and to me, and so does each one who is wailing. We’ve 
been hearing that word for thirteen years. 

“It is not enforcement, it is team play we need. The 
depression is over when every employer learns the sig- 
nals and teaches them to the employees of his shop—or 
when the employees teach the employer. No matter 
which, the net result will be the same. 

“There is still many an executive who sits at his desk 
a few hours in the morning and plays golf all afternoon 
who has not yet bothered to learn the rules of this game. 
And there is still many a labor organizer who is so in- 
tent on making a job for himself that he reads the code 
upside down. 

“What of the employer who checks off 71%4 minutes from 
his shoe worker to punch the time clock, walk upstairs, hang 
up his hat, and get to his bench; then 7%4 more minutes for 
leaving his bench at night, getting his hat, walking down- 
stairs and punching the time clock going out. Credits himself 
15 minutes’ worth of his employee’s time and wage— 
possibly 8%4c. a day—in an 8-hour day. He does not have 
such a worry when he drives a golf ball into the lake and 
loses a dollar, or gambles a five-spot on the next hole and 
loses. That employer thinks he does not have to play accord- 
ing to ground rules. He will find out, and it won’t be a 
policeman that will change his views. : 

“What about the employee who holds out coupons but 
draws the minimum wage, yet he is the only one of his co- 
workers who has not easily earned the minimum and more on 
piecework. His fellow employees will teach him the rules. 

“What about the labor organizer of the out union warring 
on the in, scattering lying posters, distorting the famous Sec- 
tion 7 to suit his purposes. Eventually several will convince 
him of the folly of his fakery, and his teachers won’t be 
policemen or judges. 

“Is it a good law or is it not? What say employers? 
They are finding profits appearing. What say employees? 

-Over 4,000,000 more men than last December are finding how 
it seems again to have money to buy food and clothing and 
gasoline and movie tickets for themselves and their families. 

“We have 130,000,000 souls to make familiar with this 
venture in industry. Your own codification of fair trade 
practices is not yet two months old. Have you so soon for- 
gotten last December, and the one before that? How many 
years did it take to get you sick and down? Can you get 
well and up and around in a day? 

I don’t think there is anyone here who disagrees generally 
in the propositions I have just set forth, but I know there 
are listeners who would feel something had been left unsaid 
unless mention were made of what can be done to enforce 
severe and persistent violations of the code. And so I in- 

vite your attention to the simple and direct wording of 
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Shoe Styles Dramatized for Spring 
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Shoe Manufacturers Style Show Heralds New Fashions—Public 


Getting Ready to "Live Again,’ 


‘to be Gay, to Dress Up and to 


Seek More Swank in Shoes in 1934 


lt was a colorful hour, 
packed with interest—color—entertainment and in- 
formation. . .. The style meeting which launched the 
manufacturers’ seasonal opening. Honors first to Miss 
Margaret Case, Managing Editor of Vogue, and a 
Spring fashion picture herself in her string-colored 
costume with its black accessories. Her subject was 
a double feature. The first part answered the question 
“Where do shoe fashions come from?” and gave half 
the honors to Paris and half to America. The second 
part touched on current fashion trends on both sides 
of the sea. The fashion showing, a “Costume Future,” 
sponsored by Alma Archer, was notable for both 
beauty and originality, and gave the audience several 
stimulating ideas to take home and think over. Never 








(Left) Streamline design in a 
white chiffon evening dress, 
showing the new sweep of lines 
to the back. With this is worn 
a white satin sandal with green 
velvet heel, echoing the color 
of the wrap and adding dra- 
matic interest when the train is 


(Above) Modern teardrop de- 
sign is shown in the blunt toe 
and backward moving lines of 
this sandal. It also features the 
extremely high 23/8 Venetian 
heel, in marked contrast to a 
low-heeled evening shoe also 
featured. 


raised for dancing. 


have we seen a fashion show so perfectly shod as 
far as fitting qualities go, as well as style interest. 
The shoes designed by Vida Moore for A. Garside & 
Sons, were a tribute to fine shoemaking. It was one 
of the few shows where shoes fitted perfectly. Clothes 
for the showing were designed by Maybelle Manning, 
with the cooperation of a number of fashion creators 
in accessories. . 

According to Mrs. Archer, there are two importan 
fashion signals which guided Miss Manning in the 
creation of this collection for Spring. One is the un- 
precedented impetus being gained by the Streamlined 
cult, and the other is the necessity of more and dif- 
ferent types of clothes for a well-balanced Repeal 
wardrobe. The word “Streamlining,” as used in 
clothes design, is achieved by the elimination of pro- 
jections and gadgets and has a balance and rhythm of 
silhouette. 

Vida Moore has accomplished most interesting re- 
sults with the same basic principle. She has made 
her shoes with rounded noses and tapering heels, 
carrying out the “Teardrop” plan as used in modern 
trains and aeroplanes. The whole emphasis of the 
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pattern is carried backward from the vamp. And 
many of the details of design of applique and under- 
lay are borrowed from the indented lights and set-in 
windows of new trains and motor cars. The photo- 
graphs on these pages were made with miniature 
models of modern cars to emphasize this point. 

In the 14 costumes shown the following high points 
should be noted: 

The emphasis on shorts for the beach and tennis 
court, golfing and bicycling with which low-heeled 
shoes were presented. With the beach shorts and 
wrap Miss Moore showed heelless, open toe beach 
sandals. With a pajama and shorts costume she 
sponsored a pastel tennis shoe in the “Shock-Absorber 
design,” which has extremely thick gum-rubber soles, 
after a professional shoe of Cuban origin. A golf 
and bicycle outfit amusingly emphasized its Bavarian 
origin by being contrasted with an actual native cos- 
tume as worn by the young Bavarian actor Toni Sel- 
wart. The shoes with this carried out the same ideas 
of sturdy peasant lines in Bavarian rose calfskin. 

A Middy suit was presented in both light and dark 
combinations for northern and southern wear. With 
both were shown a new type of open shank ghillie, 
with the lacing carried back to the quarter. . 

With an aeroplane travel outfit an open throat ox- 
ford was worn, “Airified” by the smart use of heavy, 
bright rust colored eyelets punched right through the 
lining, with rust tassels to match. Note the word 
“Airified,” which, according to Mrs. Archer, is the 
new and smart way to speak of perforations! 

[TURN TO PAGE 38, PLEASE] 
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The shoes worn with this out- 
fit are shown in detail below, 
in matching kidskin, appliqued 
with darker patent leather, and 
piped in light gray. The cut- 


Here again we have the new 
backward movement in the cape 
of this formal afternoon suit of 
“soldier” blue, a soft middle 
tone, presented as newer than 


Navy blue. out motif on the vamp is 
adapted from the front window 
of a famous German streamline 

e@ train, 








High-Notes and Hot Spots 
BY ALMA ARCHER 


Speed up the new era with style. 
THE TEARDROP is the symbol of streamlining. 


The shock-absorber tennis shoe has exaggerated rubber 
soles. 


Get ready for "the crazy about sports” girl. 

AIRIFIED by the use of eyelets through lining. 

Tired of "sulking" and "skimping" in shoes. 

Fundamental principle of dressing for Spring—"please 
the man." 

It's smart to be a virgin—No-Heel sandals. 

A good rule: "Don't be too matched.” 

Contrast lusters for ultra smartness. 
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Last Minute 


Christmas 
Copy Helps 


Busy A Men 
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This double page of copy suggestions covers a 
wide variety of items and appeals. Use them as 
is, or change them to meet your special needs. 


MEN—We Have Made Gift Choos- 
ing Easy for You, Here 


Men wait on you. Gift assortments 
include only practical things. Do- 
dads are absent. So are the shoving, 
scrambling shopping crowds. 


You can choose gifts for men, 
women or children. We'll wrap 
them for presentation. And every 
item passes the 1933 gift test—at- 
tractive, useful and inexpensive. 
(Give. List of Suggestions) 


a 
ae 


Hi-Cuts—A Great Gift for a Boyl 


One ambition of most lads we've 
ever known is to own a pair of 
sturdy, waterproof hi-cuts. How 
many boys on your list would wel- 
come such a popular gift from you? 


a 
a 


For Father, Husband, Brother, Son— 
A Gift of Shoes 


If he needs shoes, any man will 
surely appreciate your giving him a 
pair for Christmas. You can easily 
get his correct size from his old 
shoes, easily pick a style he likes, 
for you know his taste in footwear. 
lf necessary we'll exchange them 
after Christmas. Isn’t that easy— 
and very practical. 


"Nothing Could Have Pleased 


Me More" 
A man doesn’t care for a lot of ‘“do- 
dads.” Give him shoes or house 


slippers—practical gifts, and you’l! 
be mighty sure of pleasing him. 
P.S. This suggestion was written by 


a man, 


Like Chocolate Cake or Apple Pie 


You’re Pretty Sure to 

“Hit the Spot” with Slippers. 
Give a man all the fancy deserts you 
can think of—and he'll go back to 
his old standbys—chocolate cake or 
apple pie. 
Same with slippers—you’re SURE 
to please him when you give slip- 
pers—particularly (store name) slip- 


pers. 
a 
a 


Mr. Business Man— 

(Store Name) Hosiery 

Makes a Splendid Gift. 
For secretary, stenographers or 
other women employees you can 
choose (store name) hosiery with 
the assurance that it will be most 
acceptable. And you'll find shop- 
ping here a pleasant experience. 


n 


Give Him Shoes for His 
Favorite Sport 
Fishing—golf—hunting—triding, or 
whatever sport he enjoys most, is 
your cue for one gift that will give 
him great pleasure. We carry stand- 
ard makes of sports footwear, that 
are well-known and liked among 


sportsmen. 


To Please a Man—Give 
Him Slippers 
Knowing men as we do, we’re sure 
that slippers will be a most welcome 
gift to nine out of ten men—and 


here’s a goodly assortment of those - 


styles that have proven most pop- 


ular. 


Madam! Please Give Hubby 
a Gift for Himself! 


Don’t give him a new table cloth or 
floor lamp or gold fish you’ve been 
wanting! Give him a gift for him- 
self—slippers, shoes, socks and such 
like. You'll please him so much 
that he will gladly take your hint 
about needing the other things for 
the house. 





& 
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Helpful Hints for Santas with 
Small Purses 
(aren't we all?) 
For this practical Christmas when 
most Santas will be looking for gifts 
that are useful and lasting, yet mod- 
erately priced, we offer numerous 
practical suggestions. We _ believe 
such gifts most truly express the 
Christmas spirit of thoughtfulness 
for others—(list items). 


Select Gift Slippers Here 
When you're looking for gift slip- 
pers, avoid the crowds that are look- 
ing for everything—come here 
where you can shop in comfort. 
Choose from an excellent variety— 
moderately priced. Styles for men, 
women and children. 


(Store Name) Hosiery Will Please 
All the Ladies on Your List 


Choose a single pair for some—for 
others a “hosiery wardrobe.” Many 
busy men save time and worry by 
bringing their Christmas lists here. 
And they know their gift will be cer- 
tain of welcome, because every 
woman always needs more hosiery— 
particularly this year! 


Buckles and Bows—Make Attractive 
Gifts 

If she wears pumps, a gift of lovely 
buckles or ornaments will be very 
welcome. You can choose from in- 
expensive ornaments for street wear 
to the loveliest of buckles for evening 
—some of them in sets with match- 
ing heels. 


She Will Welcome a Smart New 
Bag 
A bag from (Store Name) is quite 
certain to be much liked, because 
they are selected to harmonize with 
the season’s shoe styles, as well as 
the garment fashions. Attractive, 
useful, inexpensive. 


Galoshes—A Stylish, Practical 
Gift 


Certainly no more thoughtful gift 
could be chosen than health-protect- 
ing galoshes. They’re here in the 
newest styles and colors. They pass 
the 1933 gift test—attractive, useful, 
inexpensive. 


Overshoes for Children—A 
Splendid Gift 
Candy and tops play an important 
part in a child’s Christmas, of 
course, but thoughtful parents also 
give them practical gifts of needed 
things. The warm protection and 
every-day usefulness of overshoes 
makes them very desirable as gifts. 
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HEADING SUGGESTIONS FOR 
CHRISTMAS ADS AND 
DISPLAY CARDS 


Gifts that you'll be proud to give at 
prices you can afford to pay. 


(Store Name) comes to the aid of 
your [933 Christmas gift budget. 


Here's proof that gifts can be inex- 
pensive without being cheap. 


Modest Christmas budgets will 
work wonders at (store name). 


Gifts that are welcome because 
they are useful. 


Men's slippers—designed to please 
him—priced to please you. 


Here's the way to have a thrifty 
Christmas— 


These meet the 1933 af test-— 
they're attractive, useful, inexpen- 
sive. 


Thoughtful gifts and useful, too— 


Give Hosiery! Most women will 
welcome stockings, because most 
women need them! 


To be a popular Santa Claus, give 
useful gifts this Christmas. 


Utility wears a charming guise when 
(store name) slippers are given. 


Gift slippers cost little; their Christ- 
mas spirit lasts long. 


Gifts like these will express your 
thoughtfulness. 
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Slippers—The Thoughtful Gift 


There's special thoughtfulness in the 
selection of slippers as gifts. Chosen 
for man, woman or child they are 
assured of hearty welcome. The in- 
clusive variety of assortments here 
makes choosing thoroughly satisfac- 
tory. 


Slippers—Attractive and Useful 


Their every day usefulness but adds 
interest to these attractive slippers— 
cne of those things everyone needs, 
yet so few choose for themselves. 
Plain styles in felt or leather for 
men. Fancier slippers in felt or 
satin for women. And _ attractive 
felt styles for the kiddies. 


The Family Gift—Slippers 


How pleasant it is to see a home 
where everyone, young and old, en- 
joys spending their evenings within 
the family circle. In such a home 
every thought is for comfort and 
happiness. In such homes such 
thoughtful gifts as house slippers 
are sure to find a place on someone's 
gift list. 


Christmas Slippers 


When one thinks of happy, restful 
evenings at home, when all outside 
is cold and dreary, house slippers 
cease to be prosaic things of felt or 
leather, and become that which will 
express your best wishes for many 
just such happy evenings for some 
one who is dear to you. 


And there is further satisfaction for 
you in that these ever-welcome slip- 
pers are so inexpensive—a real help 
at a time when one wants to make 
their dollars do the utmost? 


The Children Would Love 
Slippers 


Can’t you see their eyes shine when 
they open gift packages on Christ- 
mas morn, and find pretty house 
slippers? Just the thing for the 
many winter days indoors. 


These Attractive Comfort Slippers 
Will Solve Many Gift Problems 


Even a limited expenditure can find 
a happy solution to the gift problem 
in this store’s splendid slipper as- 
sortments. 


Slippers for women $— to $—. 
Slippers for children $—, $—. 
Slippers for men $—, $—. 
And best of all, is the certainty that 
your gift will be welcomed—and 
used. 
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Selection, Timing, 


be eople are getting all set 
to live again. They are tired of skulking, and they 
are ready to be seen again in public and to be gay. 
That precious line of reasoning was delivered from 
the runway of the Styles Conference of the National 
Boot and Shoe Manufacturers Association. Some- 
times the wisdom of a season can be packed into a 
paragraph. 

There is a possibility and a probability of change in 
footwear for this next Spring and Summer—due to 
a change in the thinking and behavior of people. 
Depression cannot go on forever, and recovery of one 
sort or another is inevitable. 

The American people are temperamental and 
fundamentally optimistic. They want an opportunity 
to be gay and to express it in new attire. Spring is 
the season of adventure and it expresses itself in the 
selection of apparel, as well as in life itself. 

Many people buy cruise clothes, Palm Beach clothes, 
and sports clothes, without thought of participating in 
the events keyed to that attire. They get mental 
pleasure in playing a part. What is the public going 
to do with its new leisure? What shoes are they going 
to plan because of it? 

It was quite fitting for a style show to precede 
National Seasonal Opening Week. It was a prelude 
to possibilities of fashion. It was exceedingly well 
done, and high compliments to its sponsors. It was 
perhaps the first style show on record where every 
shoe worn was “fit perfection.” 

The reason for that was the infinite pains taken in 
custom and semi-custom shoemaking in the month’s 
work preparing for the show. Those who had an 
opportunity to get a close-up view of not only the 
models, but the shoes themselves, were convinced of 
the fact that fashion and fit must be harmonized. 

New adventures into pattern-making and the blend- 
ing of colors will necessitate more study—more effort 
—and more intelligent selection in the season to come. 

Selecting a line of shoes simply because they 
please the buyer’s eye will not be sufficient for this 





Pricing for Spring 


new season. The public in all its divisions shows 
more intelligence in its purchasing for fashion than 
ever before. A new appreciation of the supreme 
importance of right shoes for the right time is 
needed. In the selection of fashion footwear for 
the next Spring and Summer these questions will 
be asked: Are the goods wanted? Are they wanted 
at this time? Are the prices right? Selection, tim- 
ing and pricing are the three important factors. 
Make no mistake about it. True fashion in foot- 
wear for the next season will be much more diffi- 
cult than just picking a number here and there and 
hoping that it will click in the cash drawer later. 


Walter Pitkin, in his study of “The Consumer,” 
says: 


“It is an axiom of economics that every sale takes place 
in the mind of the buyer. The act of signing on the dotted 
line or handing over cash for goods is an event in the 
life of personality; and it is determined by whatsoever 
happens to determine that personality at that particular 
time and place. Economists seem to assume, only too often, 
that the influences making or blocking a sale are normally 
nothing more than the thoughts, perceptions, memories, 
and cravings concerned with the commodity under con- 
sideration—or perhaps also some reaction toward the sales- 
man himself. This is too narrow. The veteran salesman 
knows, often to his sorrow no less than to his delight, 


that absolutely anything may sway the prospective cus- 


en silly to speak of consumers as displaying ‘classic’ 
and ‘romantic’ taste. Yet they do just this, and in a sense even 
more intensely than most literary critics have done. The ordi- 
nary person is, in this sense, a romantic through and through.” 

Another significant factor right down this same 
line of thinking. . . . If there has been an over-produc- 
tion of standard, staple footwear in 1933, shoes will 
not be bought merely to fill shoe store shelves in 1934. 
Manufacturers, to get new shoes, will have to show 
new numbers. Perhaps that was the fundamental 
reason for the fashion show . . . a desire to make 
obsolete old types and to make opportunity for the 
introduction of new. 

Economics and fashion go hand in hand up to a 
certain point ; but it is logical to expect in the spring- 
time a little more emphasis on fashion than economics. 
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@ “a Souther Fashion Success,” says Saks- 
Fifth Avenue, New York, of this dainty leather, 
of fine grain, with tight break, shape-holding and 
mellow !! @ and, fashion follows the sun, 
south to the smart resorts, where it gets its 
tempo and gathers momentum for what is 
predicted as the greatest white shoe season 
yet... spring and summer 1934 @ Washeite 
light weight calf shoes have the added sales 
appeal of only requiring a soap-and-water 
facial for keeping them sparklingly clean @ 
Also, the ideal leather for nurses’ and children’s 
shoes @ Besides white, we make Washette 
Calf in the modish spring colors. @ Swatches 


sent on request to aid you in detailing your 


best selling spring numbers. 


“A Complete Service in Fine Calf Leather.” 


LEATHER COMPANY 


When writing advertisers please mention Boot and Shoe Recorder 








24 


BOOT AND SHOE RECORDER, December 9, 1933 


What the ““New Deal” Means 


to the 


Shoe Man 


Regulations of the NRA 


retail code, under which all types of stores distributing 
shoes are compelled to operate, has focused attention 
of the entire retail trade upon the coming N.S.R.A. 
convention, to be held in St. Louis, Jan. 7 to 10, in 
the opinion of A. H. Geuting, president of the organi- 
zation. 

“The 23d annual convention of the N.S.R.A., duly 
authorized under the NRA code, will be the most 
significant convention in our history,” declared Mr. 
Geuting. 

“The greater because the NRA has recognized 
trade associations. It is only through the national 
trade associations that retailers of the United States 
will be recognized. 

“By the NRA code we are forced to work together 
to harmonize our industry, to protect the individual 
retailer, to restore to business the pioneer principles 
of the Constitution of the United States, with equal 
opportunities to all and special privileges to none. 

“This law establishes a minimum wage scale, which 
spells death to the sweatshop. It recognizes the prin- 
ciple of shorter hours because the world’s work, due 
to our great inventive and productive genius, can be 
done in less hours. 


ay ' eee 

his depression isn’t an 
accident. It is a revolution and establishes entirely 
new principles to be foHowed in the future in industry, 
in business, in finance and in social life. Our entire 
convention will be given over to the New Deal. A 
government authority will be present. 

“Your president is your representative as a retail 
code authority of the United States, in a small group 
composed of similar representatives of the national 
retail trade associations of the United States. No 
local council can be set up without the authority of 
this body. Every local council throughout the United 
States, charged with the authority of carrying out the 
provisions of the NRA, will get its authority from 
this body. 


“Stupendous operations are set in motion. This 


entire convention, the first national convention in the 
new year after the code has been adopted, will be 
turned over to the purpose of your enlightenment, as 


Revolutionary Changes in Retailing to be 
Explained and Discussed at N.S.R.A. Con- 


vention Next Month, with Government 


Official on Hand to Give Exact Information 





LOWEST RAIL RATES TO ST. LOUIS 


Lowest rail rates ever offered for an N.S.R.A. con- 
vention have been granted. In buying your railroad 
ticket be sure to ask for certificate receipt entitling 
you to reduction. Validation of this certificate at St. 
Louis entitles you to purchase return ticket at reduced 
rate. 

Ample hotel accommodations in the area of activity 
can be had at no increase in rates. Write hotels direct 
or Convention Headquarters, Hotel Statler, St. Louis, 
who will make reservations for you. 





to how you shall operate, what your privileges are, 
what the regulations controlling retail business in the 
future will be, what your rights are under this code, 
how you can profit by it, how you can improve your 
business through it and what the future holds for 
us all. 

“The strong, the powerful, shall not through preda- 
tory power, dominate this country, or dominate our 
business. 

“This convention will be interested in humanity. 
While the NRA rules will not destroy the skillful, 
they will compel all to operate under rules and reg- 
ulations, giving equal advantages to all. They will 
not destroy initiative, but, as in all sports, the best 
man can win under its regulations. 

“The N.S.R.A. will be representative of every type 
of footwear distribution. No shoe man can afford to 
miss the instructions of this convention on the future 
operation of his business. 

“Railroads have come to our assistance to make it 
economical for both buyer and seller. Here, in three 
days, you may see the market from every angle and 
learn how to operate with goods you buy for 1934 
on a progressive, prosperous basis. 

“The conditions of the retail trade, as I see them, 
will not be worse in the future, but better, more 
scientific and more profitable for those who know and 
understand. 

“The manufacturer at this convention will contact 
a market of eight thousand buyers from all parts of 

[TURN TO PAGE 33, PLEASE] 
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W hat you did months ago has a lot to do with the number 


of customers who come into your store and buy shoes tomorrow. Your 
success next year depends on what you do today. The retail business 
is . “long haul” preposition. . .- City Club Shoes (to sell at $6) and 
Park Plaza Shoes (to sell at $5) are made to build business for you 
and us over the “long haul,” year in and year out. They have what 
it takes to sell now—appearance to the customer, and they also have 
what it takes to bring him back when he wants another pair of 
shoes. ... Always consider the success of the manufacturer behind 


the shoes you stock. 


Polork. 


A BRANCH OF THE INTERNATIONAL SHOE 
COMPANY <« SAINT LOUIS, MISSOURI 


The complete new lines of City Club and 
Park Plaza Shoes for Spring and Summer 
are now in the hands of our salesmen 
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BRAS Se N gk Nts 


An unusually effective way of displaying shoes in a modernistic window setting by Franklin Simon & Co., Fifth Avenue, New York. The 
circular display stand can be constructed of wood by any experienced cabinet maker and is effective in white or any of the soft pastel 
shades. The effectiveness of the display will be lost completely if too many shoes are crowded on the display shelves. 


Give the Public Reasons to 


Buy in January 


With holiday promotions in full 
swing, December. is a busy month for the display 
man, but in the midst of the preoccupations of this 
hectic month, the far-sighted merchant must never- 
theless take time by the forelock and give thought to 
merchandising plans and policies for the month after 
Christmas. 

The present trend in merchandising is to travel 
two ways in January. Naturally, and logically, the 
month after Christmas in a stock clearance period, 
in which the shoe store bends its efforts toward 
cleaning up the left-overs of Fall and early Winter 
shoes so that he will be “open to buy” for Spring. 





Show the New Season's Shoes in 
Smart Displays and Make Sale 
Windows Interesting 


It is also the period of initial promotion for advance 
Spring styles, shoes for Southern resort wear and 
Winter travel. : 

There has been a lot of agitation against clearance 
sales, but we shall probably continue to have them as 
long as retail business is conducted in the present 
manner, and the fact that sales recur regularly 
twice a year in the average shoe store would seem 
to signify that there is sound merchandising reasoning 
behind them. Even the code recognizes them as 
legitimate retail practice. 

But there aré sales, and sales. We have had 
enough and more than enough of the flamboyant 
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THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguished 
for grace and flexibility, is made on 


standard WAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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This attractive modernistic window was used by McCreery’s of Pittsburgh to introduce a new line of women’s shoes at $8.50, the objective 
being to feature a style line of quality footwear at a price level not too high for the average customer. This window emphasizes the 
price appeal, but at the same time tells a story of style and service. 


type, that scream their story of ‘‘Prices Slashed” and 
give the public no sane or sensible reason for buying 
save that shoes are cheap. The economic necessities 
of the times have encouraged and, in a measure, 
excused this sort of reckless promotion, that has 
dramatized cheapness in shoe windows instead of 
telling the story of style, quality and service. The 
time has come to have done with that sort of thing. 

Indeed the rising price trend has virtually com- 
pelled us to find a new selling story. Shoe sale win- 
dows this season must be constructive and interesting. 
And that goes for sale advertising, too. 

After all is said and done, there is no good reason 
why a clearance sale window shouldn't be as interest- 
ing, and as attractive as any other kind of window 
display. This season, for example, it will be good 
selling to show a graphic chart to illustrate the 
rising trend in leather, labor and material costs and 
point out that your clearance sale affords an opportu- 
nity to stock up on good shoes at prices that may 
not be equalled for many seasons to come. Point 
out that the President’s policy is to restore the price 
level of 1926 and establish a dollar whose purchas- 
ing power will not change materially for a generation. 
That’s a sound argument to back up a “Buy Now” 
campaign. 

Or focus. your selling in sale time on the fact that 
it’s thrifty and economical to buy two or three 
pairs of shoes now, while prices are still low. The 
public has heard much of that sort of thing, but there 
isn’t any motive that appeals more strongly to the 
average consumer in these days of rising prices than 


the idea of self interest. Some retailers may fear 
the subsequent slump in sales that might be expected 
after a successful promotion along these lines, but 
the problem of the immediate present is to move the 
merchanside and experience has proved that multiple 
pair sales tend to increase consumption sufficiently to 
offset, in part at least, any unfavorable reaction on 
future business. 

Give as much thought and effort to making your 
sale windows attractive, from the standpoint of pros- 
pective customers, as you give to style windows, or 
any other sort of window promotion. Strive for the 
unusual appeal. Show plenty of shoes, and indicate 
the prices plainly. Show the public the savings that 
can be effected by patronizing your sale. But avoid 
the overcrowded, junk shop appearance that has 
characterized so many sale windows since time im- 
memorial and don’t play up price in such a way as 
to give the impression that the bottom has dropped 
out of the shoe market. The temptation is strong 
in a rising price market for some stores to become 
opportunists and try to create the impression that 
they are slashing prices when others are raising them. 
That sort of thing merely tends to upset the apple- 
cart for everybody. 

The tendency of the more enterprising shoe mer- 
chants today is to show the new Spring styles much 
earlier than formerly, due partly to the interest in 
apparel for Southern resort wear and Winter travel, 
but more to the desire to get an early customer 
reaction to coming styles. This calls for the use of 

[TURN TO PAGE 33, PLEASE] 
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MARION B OU I iL UT 








“My, Oh My, 
How these Boots 
did sell. . . and 
Boy, Oh Boy—How 


they like them” 


S & Q CLOTHIERS 


MUSKOGEE OKLAHOMA 


| 
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MARION SHOE COMPANY 





“Bill’s Bootery” Opens 


CINCINNATI—W. K. Jacobson and C. 
D. McClain have opened “Bill’s Boot- 
ery,” a new men’s shoe store at 710 
Vine street. They feature shoes priced 
at $3.95 and $4.95. 

The store is attractive, with a twenty 
chair seating capacity. Jacobson and 
McClain were with the Capitol Clothes 
Shop until recently, Jacobson having 
been manager of the men’s shoe de- 
partment there for thirteen years. 

“One excellent way of getting busi- 
ness we have found,” said Jacobson, 
“as well as a way of keeping in touch 
with our customers, is to take the name 
and address of the customer at the time 
the purchase is made and also mark the 
date of the purchase. Then at the end 
of three months send them the follow- 
ing letter: 

“Dear Sir: 

“We are thinking it’s about time for 
a pair of new shoe laces in those shoes 
you purchased from us a while back; 
so here they are with our compliments. 

“By the way, are your shoes giving 
you the kind of shoe comfort and serv- 
ice you expect? If not tell us about it. 

“We'll be glad to see you and serve 
you again. “Bill’s Bootery. 

“Customers are so pleased with this bit 
of courtesy and the little gift that it 
has been the means of establishing 
friendly relations between store and 
customer and resulted in much business 
for the store.” 





Feet Longer and Narrower 


“Whither are we drifting as to sizes 
of shoes?” a Pittsburgher who has been 
in the business for 40 years asked this 
week, and then proceeded to answer his 
own question. He is manager of one 
of Pittsburgh’s most exclusive shoe 
shops. 

“The trend is to longer and narrower 
shoes,” he said. “Forty years ago the 
narrowest shoes were a ‘C’ width. This 
gradually changed until today the wid- 
est shoe we buy is a ‘C’ width. When 
you look back 40 years, or compare the 
schedule of sizes even 20 years ago with 
what it is today, the shoe merchant finds 
cause for wonder. The smallest shoe 
we buy today is size 4. Sizes run from 
4 to 10, and widths from AAAA to 
EEE. I never saw a foot as wide as 
a EEE. 

“One thing that should never be 
mentioned in a shoe store is size. The 
question is not ‘What size do you wear?’ 
but ‘Does it fit?’ Fitting is all-im- 
portant, but it must be done according 
to your stock. A man approached me 
the other day about fitting a customer. 
His size chart showed that the customer 
required a certain size. He didn’t have 
the size in stock. Fitting is a matter 
of training and experience. Do you 
think a man can draw up a schedule 
of shoes for 250 men he has never seen? 
I can do that. But you must know types 
of shoes and how they run; some shorter 
and wider, some longer and narrower.” 





Sinnock With Brouwer 


MILWAUKEE, WIs.—Harvey K. Sin- 
nock is now women’s shoe buyer for the 
S. J. Brouwer Shoe Co. He is buying 
all grades and types of shoes for the 
women’s shoe departments; the main 
floor, basement and the Brouwer branch 
stores in Wauwatosa and West Allis. 
Before coming with the Brouwer or- 
ganization Mr. Sinnock was with Hal- 
bach & Schroeder Co., Quincy, IIl., de- 
partment store as shoe buyer. 





Collects Autographs 


MISHAWAKA, IND.—In a talk before 
the local chapter of the D.A.R. E. J. 
W. Fink, president of the Mishawaka 
Rubber & Woolen Manufacturing Co., 
broke down and confessed that his 
hobby is collecting autographs—and he 
does not mean by this the signatures 
of customers on the dotted line. In- 
cluded in his collection are signatures 
of all the presidents, several foreign 
rulers, including George III of Eng- 
land, writers, governors and politicians. 





Herbert Dunbar N.R.A. Advisor 


BROCKTON, MAss.—Herbert Dunbar, 
of the Dunbar Pattern Co., has been 
appointed advisor to assist the Indus- 
trial Advisory Board of the NRA in 
the conduct of hearings on codes for the 
shoe pattern industry. 
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Making the gift 
from the shoe shop resemble a 
real authentic Christmas gift, with 
a Christmassy atmosphere, of 
seals, holly colors, scarlet and 
green ribbons, and tissues of vary- 
ing hue, means increased business 
for the shoe retailer this year. 

The gift from the store need 
not be shoes. The featured gift 
box may contain a lesser present— 
a pair of boudoir mules, for in- 
stance, glittering rhinestone 
buckles, or other slipper adorn- 
ments, several pairs of fine hosiery, 
or a pair of fireside slippers for 
either lady or gentleman. 

Any of these smaller gifts make 
highly desirable Christmas pres- 
ents when placed in real gift boxes 
and wrapped with an art that per- 
tains to the Christmas season. 
Each and every customer wants 
his or her gift to be a “real Christ- 
mas gift,” to be wrapped as one, 
and takes a delight in shopping 
where the name of a dealer and a 
gift box from his shop mean 
something. 

Gift boxes, for instance, from 
the Fifth Avenue shoe salon of 
Harry Perkins, Inc., shoe dealer 
of Seattle, for example, whose 
name reflects a certain prestige 
and high-standing in the Puget 
Sound metropolis, were merchan- 
dised in that city last year in a 
most attractive manner. 





A series of one 


column advertisements featuring 
clever illustrations of old fashion- 
ed scenes last Christmas enabled 
Broadhurst, Inc. (then Broadhurst- 
Young), exclusive store in Den- 
ver, Colo., to compete with full 
page and double page ads used by 
numbers of department stores and 
other large concerns. 

The illustrations were used at 
the top of each ad. One drawing 
showed Christmas trip getting un- 
der way in a stagecoach in the 
days of yore. Another showed a 
man wearing a moustache of the 
nineties getting ready to present 
his lady love with a Yuletide gift. 
Still another showed a lady of the 
needle waist and padded shoulder 
era happily opening her gift pack- 
ages. The illustrations were taken 
from a group of old-time holiday 
drawings. 

The series ran for two weeks 
preceding Christmas, one ad a 
day. Most of the attention was 
given to silk hosiery, but other 
items, including handbags, slip- 
pers and shoes were worked in. 

“While they mean worthwhile 
extra business, small gift items 
such as hose and handbags don’t 
justify large advertisements,” 
Manager R. M. Broadhurst point- 
ed out. “Yet, at the holiday sea- 
son it is necessary to compete with 
huge department store ads. The 
only solution is something distinc- 
tive. The one column space is 
comparatively inexpensive. 





rT | ? 
- Business 


here in this store is to fit feet and 
not sell shoes,” is the first instruc- 
tion that Lee Langston gives any 
new man who starts to work in 
any of the 38 Enna Jettick shoe 
stores under his jurisdiction. The 
next lesson is not to hurry cus- 
tomers and to show plenty of 
shoes. This latter method is op- 
posed to the usual “Get ’em out 
quick and get their money.” 
“Showing plenty of shoes in an 
unhurried manner, even to wait- 
ing on several customers at once, 
will result in some surprising 
sales,” says Mr. Langston. “I 
doubt if any group of stores in 
our price field can shoe as many 
doubles, triples and even 13 pair- 


to-a-customer sales as the boys in. 


our stores daily produce. Often a 
woman will say, ‘I’ll take them’ 
after trying on the first pair. The 
usual procedure is to get her out 
before she changes her mind. 
“Now in our stores our men are 
trained to ask her to walk around 
a while in the shoes, then to show 
her at least two more different 
pairs. If she does not buy two 
pairs right then, she will before 
the month is out. It is not unusual 
to have six women walking around 
the store at one time, just getting 
the ‘feel’ of the shoes. 
[TURN TO PAGE 32, PLEASE] 
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Manufacturers Convene and Stage 


Style Show 


[CONTINUED FROM PAGE 17] 


Section 3(b) of the National Industrial Recovery Act, which 
says: 

“‘After the President shall have approved any such 
code, the provisions of such code shall be the standards 
of fair competition for such trade or industry or sub- 
division thereof. Any violation of such standards in 
any transaction in or affecting interstate . .. commerce 
shall be deemed an unfair method of competition in 
commerce within the meaning of the Federal Trade 
Commission Act, as amended...’ 


“And Section 3(c) reads: 


“‘The several district courts of the United States 
are hereby invested with jurisdiction to prevent and 
restrain violations of any code of fair competition ap- 
proved under this title; and it shall be the duty of the 
several district attorneys of the United States, in their 
respective districts, under the direction of the Attorney 
General, to institute proceedings in equity to prevent 
and restrain such violations,’ 


“Now that means, to my mind, that a deliberate violation 
of a provision of a code of fair competition may be re- 
strained or enjoined by order of the federal courts. Once 
that injunction is clapped on an offending code violator, he 
is in the same position as he would be if he violated any 
other direct court order. We have no stronger law or prac- 
tice in these United States than injunction and punishment 
for violation of court orders, except, of course, in the appli- 
cation of the criminal laws. 


“Again, Section 3(f) of the National Industrial Act reads: 


“*When a code of fair competition has been ap- 
proved . .. by the President . . . any violation of any 
provision thereof in any transaction in or affecting in- 
terstate or foreign commerce shall be a misdemeanor 
and upon conviction thereof an offender shall be fined 
not more than $500.00 for each offense and each day 
such violation continues shall be deemed a separate 
offense.’ 


“Nothing need to be added or taken away from that simple 
language which has been written into the statute law of 
this nation to prevent deliberate and persistent law breaking. 


“But, and I repeat, it is not so necessary for us to worry 
about the penalties that may follow deliberate violations of 
code provisions any more than it is necessary for us here as 
a group to be worried about the fact that in this State first 
degree murder is punishable by death. Our people generally 
are law-abiding citizens, not law-breakers. It may be in the 
early stages of this movement, and I think it is in fact, that 
lack of knowledge, lack of understanding of the fairness of 
this law, is creating confusion, and misconception of it cre- 
ates irritation and, in many cases, a passing remonstrance. A 
little more time will be required for all to become familiar 
with the law and the code. Let us at least have patience and 
intelligence enough to allow a reasonable time for the spirit 
and letter of the law to infuse itself into the minds of the 
employers and employees alike before we begin thinking of 
the punishment. 


“There is only one reason for violating code provisions: 
GREED. If I owned a shoe factory, on every entrance I 
would paint, so that every employee might read as he en- 
tered, the words of Franklin Roosevelt, ‘GREED AND 
SELFISHNESS CAN NEVER BRING LASTING HAP- 
PINESS OR GOOD TO THE INDIVIDUAL’—and I 
would put the same sign over my own office door so that 
I would see it every morning.” 
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TM take the pattr 
wilh the 
Lassels.” 





Will she buy her shoes 
with Princess Tassels in 
your store or elsewhere? 


With over a hundred factories styling 
Princess Tassels for spring and several 
illustrating them in their ads in 
Vogue, Harper's Bazaar, and the 
Saturday Evening Post, thousands of 
women are going shopping for shoes 
with these attractive tassels. 


Oxfords with Princess Tassels and ties 
and pumps with tassel ornaments in 
your window display will catch the 
“ of women who have seen these 
ads. 








You know the rest! When you have 
what your customer wants the sale's 
all made. 


WRITE FOR A FREE SET OF PRINCESS 
TASSELS to try on shoes in your own stock. 
You'll be convinced that they add smartness 
to any style of oxford. 











Manufactured Exclusively by 


E. E. WELLER CO. 


PROVIDENCE, R. I. 


Princess 






ZF 
DRESS 
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[CONTINUED FROM PAGE 30] 


“Customers enjoy this leisure 
buying, as they do the double size 
checking we give every pair of 
shoes sold, no matter who sells 
them. All this does not run the 
selling costs up one iota. On the 
other hand it brings down costs. 





Nobody ever walks 
out of the J. B. Engle Shoe Com- 
pany’s store in Pasadena because 
a salesman cannot get to her right 
away for Mr. Engle has given 
much thought to holding the cus- 
tomer during that awkward and 
painful interim when the salesmen 
are all busy. The address is 195 
East Colorado Street. 

Half a dozen points that Mr. 
Engle mentions are worth consid- 
ering. 

He has installed a radio and is 
careful to tune in on interesting 
programs, usually a program of a 
continuity nature when such is on 
the air. The radio is a fine thing 
to keep most people entertained 
while waiting. 

No customer ever is seated so 
she faces the door for the pull of 
the passing traffic outside has the 
wrong psychological effect. 

As far as it can be done no two 
customers are seated so they can 
engage in conversation for when 
they do the talk may take a turn 
that spoils the buying urge or it 
may take a turn favorable to a 
competitor. 

A device for taking an impres- 
sion of the customer’s foot is used 
by Mr. Engle himself if he pos- 
sibly can get to it as soon as the 
customer is seated. This. im- 
presses the customer with the pro- 
fessional character of the service 
and makes her anxious to wait for 
sales service. 

If the woman customer is ac- 
companied by a child Mr. Engle 
always addresses the child, and if 
the woman seems impatient for 
quick service he tells the child he 
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has a present for her which he can 
get after a few minutes. Seldom 
does a child let a mother walk out 
when there is a present in sight. 

A compliment not too direct or 
abrupt oftentimes has the effect 
of causing a woman to wait who 
might otherwise walk out. “You 
have an exceptionally small foot!” 
is a remark that has caused many 
a woman to wait a few minutes in 
Mr. Engle’s store. 

“It is always best,” says Mr. 
Engle, “for the salesman never to 
leave the customer on whom he is 
waiting more than merely to speak 
a word to the person who enters 
for the percentage of sales will be 
greater with those already being 
waited on than it will on those who 
may wish service. In other words, 
‘A bird in the hand is worth two 
in the bush,’ yet the salesman when 
necessary can always leave long 
enough to say a few words. 

“The rule of seeing everyone 
myself works out in this size store 
nearly one hundred per cent, how- 
ever, and I have found that it pays 
for me to devote my whole time 
to this matter of keeping cus- 
tomers interested until a salesman 
can get to them.” 

Mr. Engle has been in business 
for a great many years and has 
one of the leading stores of the 
kind in Pasadena. He has even 
during the most severe seasons of 
the depression period adhered rig- 
idly to quality and has ignored 
competitive price cutting. 





Pilsssaper advertisements 
carefully timed to catch the inter- 
est of various classes of readers 
have proved very effective sales 
producers for the Vorhees Shoe 
Co., Inc. of Colorado Springs, 
Colo. 

For example, this concern uses 
the sport pages a great deal, but 
only at times when they are cer- 
tain to be read by an unusually 
large number of people. An in- 
stance is the recent Baer-Schmel- 
ing fight. On this occasion, a 
good sized ad on sports shoes for 
dress-up occasions brought excel- 
lent returns. Another sports shoe 


ad was run on the sport page dur- 
ing the Trans-Mississippi golf 
matches at Colorado Springs. 

The same thought is carried out 
all through the advertising pro- 
gram, weather conditions and 
special occasions and events being 
considered in relation to what part 
of the paper they will cause people 
to read most. 

“Picking out spots in this way 
has enabled us to get just as much 
of a play out of a small ad as we 
used to get from much larger 
space,” said advertising manager 
F. E. Little. “We have found 
that small ads nowadays have a 
much better chance than formerly, 
because they don’t have nearly as 
many page ads to compete with. 
We have found it much better to 
run small ads regularly than to use 
fewer and larger ads.” 





[, the quest 
for originality in his department, 
Mr. W. O. Shaffer of the Kauf- 
man-Straus Company, Louisville, 
Ky., did away with all his display 
tables. Yet people like to see 
shoes on display, they like to take 
them up and examine them. Mr. 
Shaffer solved the problem by 
having separate groupings of 
shoes as he would in a display win- 
dow, and he finds that customers 
do not hesitate to pick up these 
shoes just as they would on a dis- 
play table. Yet the effect is in- 
finitely better and gives the shoes 
a far more exclusive setting. The 
groups are arranged at the side 
of the department against the 
aisle where they will be promi- 
nent, but out of the way, making 
the space devoted to shoes seem 
much larger and less crowded. 
Shoes are grouped according to 
type, only 8 or 9 pairs to a group 
and arranged on graduated steps 
or pedestals, making individual 
styles stand out with a much 
greater sales appeal than on the 
old fashioned table or counter, no 
matter how well arranged. 

Another sales appeal is in a plat- 
form at the front of the depart- 
ment showing the smart fabrics of 
the season and the colors that are 
the mode. 
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Give the Public Reason to Buy 
[CONTINUED FROM PAGE 28] 


colorful and artistic window promo- 
tion, which may or may not be built 
around the idea of Palm Beach or Win- 
ter travel. The sales of the new shoes 
for early Spring need by no means be 
confined to those who go South. An 
advance showing of new styles will at- 
tract the interest of many who like the 
new thing simply because it is new. 
Attractive, modernistic displays like 
those illustrated herewith are ideal 
media for the advance Spring showing 
of new styles. 

The practice of showing early Spring 
styles in January started in the big 
cities some years ago, but by now it is 
a well accepted retail practice on the 
part of the better stores in the smaller 
cities and towns. These stores try to 
clean up their Fall shoes by steady pro- 
motion through November and Decem- 
ber, with the result that they are ready 
in January to show something new and 
different. And there’s more profit in 
the new things than in trying to pro- 
long a clearance sale beyond its natural 
life, which is hardly more than a week 
or two in the case of women’s style 
footwear. 

The big, important thing to keep in 
mind in connection with January win- 
dows is to make them fresh, interesting 
and attractive, whether they are ‘sale 
windows or style windows. Give the 
public a fresh urge to buy in January, 
and thus combat the inevitable tendency 
for a sales slump after Christmas. 


What the “New Deal” Means 
to the Shoe Man 
[CONTINUED FROM PAGE 24] 


the United States in a shorter time 
and at less expense than by any other 
method he may pursue. 

“It will be a boon to the industry as 
a whole, for there is nothing more im- 
portant than harmony, understanding 
cooperation, and good-will, all of which 
will receive great impetus in this great 
convention, where manufacturers, job- 
bers and retailers will assemble for one 
common purpose, to keep the citizens 
of the United States the best shod 
people of the world, at the least cost 
and on a prosperous basis.” 

President Geuting has set in motion 
the necessary plan which will meet the 
requirements as provided by the Con- 
stitution and By-laws of the National 
Shoe Retailers Association, which he 
proposes should be rewritten at the 
coming convention. 

The rewriting of the Constitution and 
By-laws is intended to include in its 
scope new provisions, both as to mem- 
bership as well as such sections as may 
be necessary to adopt because of new 
methods of operation under the NRA 
retail code. 
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STA-TITE 


LY ACOURS, 





are 
good 
heels 


ANY WAY 


you look 
at them 





Under the good looking exterior of Panco Sta-Tite 
heels are exclusive construction advantages which 
keep them good looking through months of wear. 
Tight edges are permanent. They can be worn to 
wafer thinness without revealing ungainly nails and 
washers. They are good-will builders. Specify them 
on your next order. They cost no more than any 
good quality heel. 


PANTHER PANCO CO. 


CHELSEA, MASS. 
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ls Department Leasing Profitable ? 


Conclusions Obtained by Bureau of 
Business Research, Harvard University 


By STANLEY F. TEELE 


The method of selling at retail 
known as department leasing, simply defined, is the 
operation of a part of a store by an individual or firm 
other than the one operating the store itself. The 
leased department has four major characteristics 
which serve to differentiate it from several other types 
of arrangements, notably certain forms of exclusive 
agencies and consignment agreements, which are 
similar to leasing in some respects: 

‘ (1) The lessee is an independent business man or 
rm. 

(2) The lessee has control of all merchandising 
activities. 

(3) The lessee deals with the public under the firm 
name of the lessor. 

(4) The lessee has a personal representative in the 
store. 

With the exception of millinery departments, shoe 
departments were leased more commonly in 1930 
than any other type of department vending merchan- 
dise. Of the 545 firms whose reports were used, 123, 
or 22.4 per cent, leased their shoe departments. Furth- 
ermore, the number of leased shoe departments in- 
creased markedly between 1920 and 1930. Of 135 
firms reporting in both years, 12, or 8.9 per cent, 
leased their shoe departments in 1920, and 28, or 
20.7 per cent, in 1930. 

These departments to some extent were operated 
by individuals but to a greater extent were units of 
chains and syndicates. It is not possible to determine 
exactly what proportion of the leased shoe depart- 
ments were operated by multi-unit organizations, but 
the data of both the Census of Distribution and the 
Harvard Bureau suggest that it was large. Multi- 
unit organizations operating shoe departments are of 
two types: (a) those operating departments only; 
(b) those operating both shoe stores and shoe depart- 
ments. In 1929 the Bureau of the Census found that 
there were 31 organizations of the first type. These 
concerns operated 474 units with total sales of $23,- 
768,440 ; 17 dealt in shoes for the entire family, while 
11 were restricted to shoes for women and 3 to shoes 
for men. 

No similar data are available on the aggregate num- 
ber of leased departments controlled by firms operat- 
ing primarily shoe stores. Some fragmentary infor- 
mation was secured, however, in the Bureau’s study 
of the expenses of shoe chains in 1929. Of the 54 


chains whose reports were used in that study 12 
operated departments as well as stores. Of these, 8 
reported the number of stores and of departments 
controlled; namely, 102 stores and 90 departments ; 
and 8 reported the sales obtained through each type of 
outlet ; namely, $8,500,000 through their stores and 
$6,581,000 through their departments. If the firms 
reporting to the Bureau were representatives of the 
chain shoe business, it is evident that an important 
number of leased departments are operated by shoe 
chains. 


Dusing the last 15 years 
the influence of fashioh upon the shoe trade has be- 
come tremendously important; this has been partic- 
ularly true in the case of women’s shoes, but shoes 
for men have also shared in the movement. The 
growth in the importance of fashion has culminated 
in recent years in the use of color and varied design 
on the last stronghold of standardization, rubber 
footwear. 

These changes have introduced many problems into 
both the manufacturing and the retailing division of 
the industry, and have brought about radical shifts 
in methods and policies. Early in the post-war decade, 
the practice of purchasing shoes semi-annually had 
largely disappeared among retailers, and many manu- 
facturers had already installed in-stock departments. 
Retailers found themselves confronted with an ex- 
tremely difficult task in preventing the accumulation 
of obsolete styles and end sizes. 

This difficulty results in large part from the fact 
that the size factor is perhaps more important in shoes 
than in any other type of wearing apparel. Thus, 
with every increase in the number of styles which a 
store considers it desirable to carry, there is necessarily 
a sharp increase in the number of pairs of shoes in 
stock. For example, to have only one pair of each 
size and width of a minimum range at least 49 pairs 
of shoes must be on hand. 

The methods which have been adopted to meet this 
condition include the reduction of the number of price 
lines carried, improved and more complete records in 
terms of physical quantities, more careful selection of 
styles to be purchased, and reordering methods de- 
signed for the automatic closing out of unpopular 
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We. G, NISSEN, Prope 


Afssen MiceCo, 


Where Proper Fitting is Given Special Attention 
MEN'S WOMEN'S - CHILDREN'S 
326 W. MAIN STREET 


MA CITY, OKLA. 
OKLAHOMA C October 1, 1933 


Roberts, Johnson & Rand 
1501 Washington Avenue 
St. Louis, Missouri 


Gentlemen: 


The past year hds brought us such a splendid increase 
and such satisfactory business on Poll Parrot shoes that we are sure 
you will be interested in knowing about what we have done. 


The increase on Poll Parrots was 56% during the past 
twelve months. We feel especially gratified when we consider that 
this occurred during the worst part of our business depression. 
There was an increase every month, even during March, when the banks 
were closed two weeks in our city. 


This is by no means the best part of the story. As a4 
result of the increased store traffic due to the larger children's 
business, our men's and women's departments have also shown a substan- 
tial increase. We can trace many of the men's end wmen's sales direct- 
ly to the service and satisfaction that Poll Parrot shoes have given. 


The Poll Parrot line is so complete, from the soft 
soles through the turns and welts up to the men's and women's sizes 
that we do not have to clutter up our department with other brands 
of shoes. This facilitates turnover and keeps down odds and ends. 
Incidentally we might add that we have less than twenty pairs of chil- 
dren's shoes that are over a year old in a stock that runs several 
thousand pairs. I am getting a big "kick" out of the shoe business, 


We want to thank you for the prompt service you have 
given us on deliveries. This is another feature of your service that 
has been of great benefit to us. 

Yours very truly, 


NISSEN SHOE COMPANY 
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styles. Even though these methods are available to 
them, many department stores have found their shoe 
departments unprofitable. Well before the present 
depression, the shoe departments in many stores 
ranked as losing departments. It is not surprising, 
therefore, that the practice of leasing such depart- 
ments to chains or syndicates has increased rapidly. 

In what respects do such organizations have ad- 
vantages over department stores which enable them to 
operate profitably ? 

At the outset, it should be noted that shoe chains 
have suffered heavily in the depression. This is true 
not only of firms operating stores exclusively, but of 











CHART A 


1. Harvard Bureau of Business Research, Bulletin No. 86, Operating 
Results of Shoe Chains in 1929. 
2. The typical expense percentages in detail were: 


OR Pi 6555 5:5 i 0:000s0ns0vescsecoccsesees 11.0% 
Rent, including payments to lessors under contract.... 9.5% 
NE i456 dann 4aasasebas ives esesuas ce 3.5% 
PNIOD 51655 < 6.55.06 sw cod sewcce ones sonesinaeeene 0.2% 
Other expenses ............. ccc eee cece cece eeeees 2.3% 

ee 26.5% 














those operating both stores and departments. Some 
tentative evidence is available which indicates that, 
prior to the depression, on the average the operation 
of leased departments may have been more profitable 
than the operation of stores. This evidence, presented 
in the Bureau Bulletin dealing with shoe chains in 
1929, is based on the reports of 12 shoe chains which 
operated leased departments as well as shoe stores. 
The common figure for total expense directly charge- 
able to the leased departments, expressed in terms of 
the net sales in the leased departments, was 26.5 per 
cent. As is pointed out in the Bulletin referred to, 
this figure undoubtedly does not include all the ex- 
penses which would be incurred by firms operating 
leased departments exclusively. However, even with 





Shoes Handled by Lessees in 123 Reporting 
Department and Specialty Stores: 1930 
Number of Firms with Total Net Sales of 


Lessthan  $500,000— $2,000,000— $4,000,000— $10,000,000 
$500,000 2,000,000 4,000,000 $10,000,000 or more 


19 63 27 12 2 
——— ee 


the inclusion of typical percentages for the expendi- 
tures which may have been omitted, the final total is 
still clearly less than 30 per cent. This may be com- 
pared with a total expense of 32.8 per cent incurred 
by shoe chains and a total expense ranging between 
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34 per cent and 37 per cent for shoe departments in 
department stores of different sizes. 

As the figures given in Chart A show, rental pay- 
ments to lessors were but 9.5 per cent of sales, a 
substantially smaller figure than the 15 per cent 
typical of millinery leasing. Information from other 
sources indicates that this rental percentage is not 
far from representative (see Chart B). If it is repre- 
sentative, one is immediately led to inquire whether 
the relative profitability of operating leased shoe de- 
partments does not arise in large part from a low 
rental payment and whether lessors have not, in effect, 
subsidized lessees. 

The likelihood that this has been true is strength- 
ened by the fact that apparently few stores have made 
a profit on their leased shoe departments. In 1926 
the National Retail Dry Goods Association found that 
shoe departments were operated by lessees with less 
profit to the store than any other important leased 
department. This may have been due in some degree 
to the relatively large proportion of these stores which 





CHART B 


RENTAL: Percentage of cash sales in 
the Department Leased 


No. of Firms 

With Leased RANGE 

Departments Typical From To 
33. 10 8% 15% 





had leased their shoe departments. The low rental 
percentage undoubtedly is also a prime cause of the 
relatively large number of stores which apparently 
have resumed control of the department after a trial 
under lessee management. Evidently, lessees of shoe 
departments are not able or willing to pay a larger 
rental percentage because they are unable to make 
notable improvements upon the methods used by de- 
partment stores. The reasons undoubtedly may be 
found in the nature of the problems of the shoe trade. 


It is a common saying in the trade that, except for | 


men’s low-price shoes, a capable man operating a 
single large store is at no disadvantage as compared 
to the chains. Shoe departments in department stores 
commonly do not deal exclusively in men’s shoes nor 
in those at the lower end of the price scale. The 
primary difficulties of such departments, as outlined 
above, are found in the correct choice of styles and 
the prevention of the accumulation of obsolete mer- 
chandise and end sizes. It has been said that any shoe 
store can be successful for three years; that the real 
test of effective management comes when sufficient 
time has elapsed for the accumulation of broken lots. 
For operations involving the type of service, the as- 
sortments, and the atmosphere demanded by the 

[TURN TO PAGE 38, PLEASE] 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


Insures Accuracy of Buying Judgment 








Black “Tf a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”—is the 
eee title of our instruction brochure 


red imitation ° 
ccailien tae for keeping stock records:— 


enh cme Supplied with each order for 
gold lettering the Stock Record System. 











One hour a day keeps your records com- 
plete— 

Every sale and purchase recorded — 
Visible daily turnover and sales report— 
with monthly inventory of each stock 
number— 


Form (06 


Sstsninteritans Shoes on hand, on order, due, returns, 


aoa WIVEITTCHTY ESR transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


neconsen stock Secone everes —the Stock Record System used in con- 

at junction with the MASTER STOCK 

SHEET and the central office CONTROL 

FORM, also a COMPARISON FORM for 

vrocx wecora, are sales of total pairs by seasons and years, 

RECORDER Si irony PA e 

pe gives the merchant-owner complete stock 

control with style and sale trend. 





Complete Working Outfit 
(West of Denver 


Consists of: 
Black Cloth binder—11]4” x 1334” $2.00 
OR: DeLuxe Imitation Leather 
100 Daily Sales and Stock Sheets, (Form 
#100) and 1 Comparison Form 
2 Inventory Pads (100 sheets) 
2 Buying Order Pads (50 sheets) 
(or 4 of each, as preferred) 
1000 Carton Tickets and Clips 


Postage Prepaid—Check with order, please, unless 
C.0.D. Shipment is preferred. 


(New Revised Fifth Edition) Orders filled for any forms preferred. 


Y hoi Z Salt f - 
2 a. s - ne, of Setane om imitation leather binder shown above, Shoe Carton Tickets and Clips: 


Special Quantity Price: 
400—-Daily Sales and Stock Sheets (Form No 100).............. $9.00 


PROFIT CHARTS—25c. each; an accurate method of figuring 


selling prices. 
WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
367 WEST ADAMS ST. CHICAGO, ILLINOIS 
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9900006 a) 4900004 


“The Correct Dodge for All Oceasions’’ 


GENUINE HAND 


TURNS 


AT A CLOSE-OUT 
® PRICE * 


$00 
5%—30 days 


These are the same high 
grade genuine hand turns 
we have been selling all 
season for as high as $3.75. 
Sweeten up your current 
showings by including 


some of these big values. 





“RENO” 


No. $11201B Black Suede 
Patent Trim 


No. $12201B Brown Suede 
Bronze Trim 
Medium Toe Last 
17/8 Heel 





“CRESCENT” 


No. $11236A Black Suede 
Patent Leather Trim 


No. $12236A Brown Suede 
Bronze Patent Leather Trim 
Medium Round Toe Last 
20/8 Heel 


“LORINA” 
$11533A Black Suede 
Medium Round Toe Last 
20/8 Heel 


























25¢ extra for orders for 3 pairs or less. 


Dele Bs Per g he 


NEWBURYPORT, MASS. 
“ONE GOOD TURN SELLS ANOTHER” 


DADA AAAAAAAAAAAAAL 
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lls Department Leasing Profitable? 


customers who patronize shoe depart- 
ments in department stores, leasing or- 
ganizations apparently have been able 
to do but little that store-executive 
management cannot do. 

These advantages and disadvantages 
lead to the following conclusions with 
respect to the current and future sig- 
nificance of department leasing: 


1. In the small department store 
leasing is inherently unsound and 
probably will not increase materi- 
ally. The sales volume possible in 
any ee type of department 
is seldom large enough to justify 
the necessary specialization with- 
in the store. 

2. The large store located close to 
primary markets has little gain 
from leasing merchandise depart- 
ments, although it may advantage- 
ously lease service departments. 
Since a large proportion of the 
stores of this size are now leasing 
service departments, it is unlikely 
that there will be an appreciable 
increase unless new services are 
introduced. For merchandise de- 
partments in which technical ser- 
vice is of prime importance, such, 
for instance, as those handling 





[CONTINUED FROM PAGE 36] 


mechanical equipment, leasing 
during an initial period is prob- 
ably preferable to store operation. 

3. Leasing has proved most success- 
ful in departments requiring close 
and continual contact with pri- 
mary markets or involving special- 
ized knowledge and ability which 
cannot be obtained economically 
without sales larger than those of 
a single independent department. 
It is unlikely that the practice 
will be extended on a large scale 
to other types of departments. 


4. Leasing is of most significance in 
stores of medium size. For this 
group, the leasing of certain mer- 
chandise departments secures net 
advantages, as does the leasing of 
service departments. The field 
for expansion is here; but because 
of the importance and di ty 
of securing proper coordination 
among the several parts of the 
store, stores made up largely of 
leased departments, seem unlikely 
to succeed. One may expect, there- 
fore, that there will be some in- 
crease in leasing in stores of me- 
dium size but that leasing will 
continue to be restricted to a few 
types of departments. 








Opens Gift Slipper Shop 


DaLLas, Tex.—Previous Decembers 
have brought such an excellent gift 
slipper business to Titche-Goettinger 
Co. that H. Morriss Bridges, shoe buyer 
for the women’s and children’s shop, 
has announced the dedication of a spe- 
cial fourth floor shop to gift slippers 
on Dee. 1. The shop, which will be 
elaborately decorated in silver and red, 
is to be housed in a cove with bay win- 
dows. A tall glass display case at the 
shop entrance will be supplemented by 
a continuous display case around the 
windows, forming a semicircle. 

“This special shop we are creating 
will be called ‘Gift Slippers Headquar- 
ters,’ with samples of each slipper for 
boudoir or rest-hour wear where it can 
be examined,” said Mr. Bridges. 
“Twenty or twenty-five colors will be 
on exhibit all along during the Christ- 
mas shopping season. Mingled in with 
the slippers will be typical wrapped and 
tied packages carrying out the gift sug- 
gestion idea. Our gift wrapping ser- 
vice will be available to each customer.” 





New Shoe Department 


GLENDALE, CALIF.—William Fellman 
is the manager of the new women’s 
shoe department recently installed in 
the Nadine’s women’s shop here. The 
new department is elegantly appointed 
with eight chairs. The department fea- 
tures pronounced style models only, in 
popular prices. Mr. Fellman is a son 
of S. Fellman, proprietor of the shop. 
Mr. Fellman states sales volume has 





been decidedly satisfactory. 





New Florsheim Store 


OAKLAND, CAL.—Florsheim Shoe Co. 
recently moved its store from 1304 
Broadway, Oakland, to a new location 
at 1444 Broadway, former home of the 
Walk-Over Shoe Co., Oakland, and now 
entirely remodelled in black vitrolite in 
front, with interior appointments of 
the latest also. 





Shoe Styles Dramatized for Spring 
[CONTINUED FROM PAGE 19] 

The color “string” was emphasized 
in a pair of string suede shoes, worn 
with a string color and brown striped 
taffeta outfit. Shown with three for- 
mal outfits were a black patent leather 
pump with cutouts outlined in color, a 
dress tie oxford in brown taffeta with 
brown patent applique and gold piping, 
and a black crepe slipper appliqued 
with fuchsia satin. 

Finally Mrs. Archer staged a study 
in heels. First, an extremely high 
Venetian heel (all of 2%), in black 
velvet with gold and silver motifs. 
Then the exact opposite—a practically 
heelless Cotillion heel in flesh satin with 
Victorian cord trimming, worn with a 
flesh organdie dress, called (of all 
things) “It is smart to be a virgin.” 
The heel was again emphasized in the 
final and most exquisite costume shown 
in the review—the white chiffon gown 
illustrated on the first page, an en- 
semble in which green velvet heels on 
white satin sandals echoed the color of 
a velvet wrap and gave dramatic in- 
terest when the train was raised for 
dancing. 
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Women Customers are Reading 77 their 


Brown bilt 
FR: 
asIFNeoM-kdsI-Nicts 

»> > 


Sh 


oes 


for Women 





Favorite Magazines 


HEN your women customers pick up their 
favorite magazine or newspaper they are quite 
apt to find an article which tells them to point toes 
straight ahead. The subject may be beauty or some- 
thing on health or quiet nerves—in some way the 
idea finds its way into her daily reading. 


Brownbilt Tread Straight Shoes for women fit 
perfectly into this movement. Both in name and 
in features they are strictly in tune. 


Alert retailers are taking advantage of this made- 
to-order situation. Their success with Brownbilt 
Tread Straight Shoes can be duplicated by you. 


The line is carried in stock in an adequate variety 
of patterns, and a wide range of sizes and widths. 
Why not investigate? Write us asking 
a salesman to call. 


Drown Gaoe Gouge £25 
SAINT LOUIS 


Also manufacturers of Brownbilt Tread Straight Shoes for men 
and Buster Brown Tread Straight Shoes for boys and girls. 








NOTE: The bold 
face type is our 
own emphasis 
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Smart Bags Selling 


Cuicaco—At Marshall Field and 
Company’s there are a lot of smart 
black and brown alligator bags to meet 
a growing demand for this leather. 
These are mostly plain and strictly 
tailored with little trim. Suedes are 
still selling with Christmas buyers as 
some women will never use anything 
but a suede bag. 

Among novelties is a leather bag with 
a gold chain and a gold clip instead of 
aclasp. An oval mat calf has a silver 
frame and double links for a clasp. 
Lots of metal is seen on the bags here. 
Some very highly colored suedes for 
afternoon wear are in rust and vivid 
green. 

For afternoon wear the dressier 
suede bag is being shown, and lots of 
velvets and also brocades. Muff bags 
have already been big sellers and will 
continue to be in demand it is said 
here. They range in price all the way 
from $3.00 to $45.00 and are shown in 
wool velvets and feathers. 

For evening wear the feather muffs 
are very luxurious and suggest “the 
elegance” desired this season. They 
come in both ostrich and coque feathers. 
A lot of lames are seen here too and 
many, many sequin bags. Brocades 
with metal threads and velvets are 
among the evening beauties. Almost 
no pearl or beaded bags are being sold 
here right now for evening use. 

Initials continue to be used on every- 
thing. 


Glamorous Nights Promotion 


DENVER, CoLo.—Late Fall and Win- 
ter mean glamorous nights afoot! And 
Neusteter’s is ready for them, with a 
collection of evening footwear larger 
than ever before. There is displayed 
“every lovely type for every mood and 
costume, designed for comfort as well 
as lasting beauty.” 

An advertisement on this footwear 
was unusually striking. The “glamor- 
ous nights” were suggested by display- 
ing each of three shoes against a back- 
ground of black sky studded with stars. 
Further, each shoe was given a “glam- 
orous movie” name. Thus, there were 
“Footlight Parade,” a sandal of multi- 
ple strappings, of gold or silver kid; 
“As Thousands Cheer,” a silver-stitched 
satin sandal to be dyed, and “Too Much 
Harmony,” a suede crepe sandal with 
gold or silver kid strips, straps and 
tips. 


Fogarty Store Reopens 


NEWBURGH, N. Y.—James E. Fogarty 
has reopened his shoe store at 158 
Broadway. He will specialize on shoes 
for the whole family, including Robin 
Hood Shoes for boys and girls, Offi- 
cial Boy Scouts and official Girl Scouts. 
Mr. Fogarty is following in the foot- 
steps of his father, Patrick J. Fogarty, 
who opened this store over 30 years 





BOOT AND SHOE RECORDER, December 9, 1933 














ago. 








THE 
NAME 


TRUE STEP 


is assurance, of a product made by a manu- 
facturer who for 20 years has followed the 
old fashioned precept of “do unto others 
as you would be done by.” 


In doing business with us you can be sure 
that your interests will be fairly considered 
and that your merchandise will merit the 
respect of your community. 


We have found it good business to be neigh- 
borly, friendly and considerate of our 


customers. 








B 51299 
Black Satin Kid 


16/8 Covered Louis Heel 


ROBINSON-BYNON SHOE CO. 


Auburn, New York 


COMBmmATION LAST 


RCH SHOE ''F 
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| The Last Modeler knows that the toe of the 
Th last is of vital importance to the beauty of 
eC the shoe ... His efforts may be easily de- 


stroyed, however, by bulk and lack of uni- 


ond to SHO saa 





Celastic has been accepted by many Last , 
Designers and Style Men as a material that | 
will always reproduce a picture of their art. } 
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THE QUALITY BOX TOE 
UNITED SHOE MACHINERY CORPORATION 
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» HOW'S BUSINESS ¢ 





Definitely on the Upgrade, 
Says Kleinhans 


BuFrFraLo, N. Y.—Edward L. Klein- 
hans, president of The Kleinhans Co., 
the largest retailers of men’s and boys’ 
footwear in Buffalo, voices his whole- 
hearted approval of the national recov- 
ery program and all the various codes 
for the regulation of industry and re- 
tailing. 

Mr. Kleinhans says the most con- 
structive feature of the program is the 
recognition given to the right of labor 
to organize. He believes organized labor 
has done more to raise the living stand- 
ards of American people than all the 
welfare legislation ever enacted. 

“From the viewpoint of our own 


business, the NRA has resulted in a 


marked increase in sales volume every 
month this year since April,” explained 
Mr. Kleinhans. “This is in marked con- 
trast with the steady, downward de- 
cline of the last four years. 

“There are some who still talk about 
depression and panic. There never was 
a depression or panic in an era of ris- 
ing prices. Hard times always come as 
a result of declining prices. We are defi- 
nitely on our way out of the economic 
despondency of the last four years.” 


Volume Rises 


HuNTINGTON Park, Cau.—L, E. 
Townsend, manager of Barnett’s Boot- 
ery since January, 1933, has seen a 
fine increase in volume each month in 
all three departments, men’s, women’s 
and children’s shoes, and he believes 


that stressing the higher quality shoes |. 


has actually increased, rather than de- 
creased, the demand. 

The average unit sale has gone up 
from $3.95 to $5.00 and the total sales 





volume has increased to the point 
where from two to three extra sales 
people are used every Saturday. 





Riding Boot Sales Good 


CINCINNATI, OH1I0O—Owing to the in- 
creasing popularity of horseback rid- 
ing F. H. Rasmussen manager of the 
H. and S. Pogue Company better shoes 
department reports that they have sold 
more riding boots this season than ever 
before in the history of the store. 


Plans for | 1934 Countebion 


BuFFALO, N. 'Y.—George L. Seifert, 
president of the Buffalo Shoe Retailers’ 
Association, has appointed a special 
committee to handle arrangements for 
the 1934 convention of the New York 
State Shoe Retailers’ Association 
which will be held here next fall. In- 








DATES TO REMEMBER 


GCHMIMEG cocks cele ceccece tee December 25 
New Year’s Day............. January 1, 1934 
National Shoe Retailers Annual Convention 
at St. Louis............ Jan. 8, 9, 10, 1934 
National Shoe Travelers Assn., 23d Annual 
Convention, Hotel Statler, St. Louis, 


Jan. 11-12, 1934 


Semi-Annual Shoe Fair and Style Show, 
Alexandria Hotel, Los Angeles.Jan. 15-16-17 


Middle Atlantic Shoe Retailers Association, 
20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 


Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City....Feb. 5, 6, 7, 1934 


Indiana Shoe Buyers Eleventh Annual Con- 


vention. Claypool Hotel, Indianapolis, 
Indiana .......0.6.200008 Feb. 4,5, 6, 1934 
GMMR re os cbc dennuvecews April 1, 1934 
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cluded in the personnel of the commit- 
tee are Irving M. Bauer, Chester I. 
Lanich, Samuel A. Shive, Frank L. 
Deline, Robert L. Holmes, Benjamin 
Etkin, Oliver F. LaRue, Joseph 
Schaetzer, Jacob S. Meyer and L. Nel- 
son Ellsworth. 

At a meeting of the association held 
in Hotel Statler, approval was voiced 
of the new retail store code. The shoe 
retailers expressed the belief it would 
stabilize their business and eliminate 
cut price competition and unfair prac- 
tices. 


To Handle Rubber 
Footwear Code 


WASHINGTON, D. C.—So widely dis- 
tributed are the activities of the nine 
divisions of the rubber manufacturing 
industry included in the code of fair 
competition submitted to the National 
Recovery Administration, that those 
relating to rubber footwear and heels 
and soles are being handled exclusively 
by a newly appointed deputy adminis- 
trator. He is A. L. Kress, just named 
a deputy upon recommendation of Dep- 
uty Administrator Muir, who conducted 
hearings on the rubber industry code. 

It is stated at the National Recovery 
Administration offices that so far as 
the footwear divisions of the code are 
concerned very little will have to be 
settled of a controversial nature, and 
that indications now are that Chapters 
IV and VI will be disposed of: and out 
of the way long before the other seven 
have been disposed of. 

The footwear sections will have to 
await settlement of all controversial 
points in the basic code, however, which 
means that it may be more than 30 
days before it is ready to be sent to 
the legal division of the National Re- 
covery Administration to be whipped 
into final legal form. 4 





$ 








> WHAT'S SELLING ¢ 





New Sports Shoe 


Cuicaco—The Young People’s Sec- 
tion at Marshall Field and Company’s 
is showing a brand new ultra smart 
sports shoe designed for roller skating 
and bicycle riding. It is a blucher ox- 
ford in seven eyelets which lace well 
down on the toe, made of brown elk 
with tongue of sealskin. The top of 
the tongue is well padded and is pro- 
vided with a tube through which the 
strap of the skate passes. The top 
lift of the heel is left projecting so as 
to fit into the heel of the skate. It is 
built extra close around the ankle so 
that it will not skid or slip off when 
the owner is doing a sprint on a bicycle. 
They come in sizes four to nine. Price 
is $7.50. Women are buying these for 
golf wear also. 


Children’s Business Brisk 


Houston, Tex.—An unusually busy 
season has been enjoyed by Krupp and 
Tuffly in the misses’ and children’s de- 
partment, C. W. Busby, manager, de- 
clared, in speaking of trade conditions 
recently. 

Although there was a great delay 
in shipments, caused by the strikes 
in the factories, he had managed to 
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Slipper Bar 


New York, N. Y.—A novel and effective dis- 
play of women’s slippers has been conceived 
and put into use by S. A. Marks of Saks Herald 
Square. 

A trim-looking “horse shoe” bar, of simple 
design, “serves slippers to the taste.” Made 
of wood and painted white, this bar is so con- 
structed that there is ample space for showing 
the attractive stock to the best advantage, yet 
is compact enough to reduce to a minimum the 
time and effort expended by both “bar maid” 
and purchaser. There is enough shelf space on 
the inside of the bar to take care of five hun- 
dred slippers. 

Mr. Mark says that it is the best promotion 
idea for slippers that he has ever had and re- 
ports a sixty per cent increase the first week 
of operation. An increase which can be attrib- 
uted almost solely to the merit of the idea for 
- majority of purchases were not gift pur- 
chases. 





keep stocks almost complete. The Mod- 
ern Miss shoe for the growing girl has 
been one of his best sellers, ranging in 
price from $4.90 to $6.50. Already he 
has had good sales in the misses’ de- 
partment for evening shoes. 





Buys Pawtucket Store Stock 


PAWTUCKET, R. I.—The Modern Shoe 
Store has purchased the entire stock 
of the Slater Shoe Store, also of this 
city. The latter was operated by S. 
Zarchen, owner and manager. 
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MANY THOUSANDS 
WANT TO BUY 


tly 





Why Not Sell These Taps? 
Rhythm Tap sells on sight to dancers 


because its ingenious construction 
inakes all other taps out-dated. Our 
record shows it outselling others three- 
to-one. Take advantage of the rich 
possibilities of this item by getting 
sample order of 4 sizes (fit all shoes). 
Comes attractively boxed. 


Write “ia F details of Rhythm Tap and Selva 
Line of Dancing Footwear 


SELVA « SONS, inc. 


1607 BROADWAY NEW YORK 


















Enjoy the luxury of a NEW hotel— 
ALL 








KENT 
AUTOMATIC 





‘GARAGE NEW YORK 


‘The last word in convenience and safety 
‘for your car ,.. occupies its own par- 
ticular compartment .__. offers every 
opportunity for storage bby the hour, the 
day, the month . .. with or without 
service. 


Rates $15.00 monthly and upwards... 
Expert repairs on makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched o 
Human Hands 















the conveniences provided by the YVEFOUND —_Just think... mod- 
pat a last word in equipment—yet pay rates THE BEST hotel. in the 
: memes =in keeping with the times! Hotel “(- ara ern, new hotel, in 
NEW holed ——- inton offers ouleriine a ee CITY. heart of New York— 
a ort, qui courteous service e 
finest accommodations at rates that \ 200 feet from. Broad. 
start as low as $3 a day. For two the a way, on. 45th Street. 
rates are but One Dollar More! A toom and bath for one, 
Hore $2.50; for two, $3.50. 





OVERNOR TL 


1200 ROOMS AND BATHS’ C. W. RAMSEY, JR.. MGR. 


7th Ave. at 31st St., New York City 


OPP. PENNSYLVANIA STATION 8. &0O. BUSES STOP AT DOOR 













ts he PICCADILLY 


45th-STREET and BROADWAY @ 


NEW YORK 
WILLIAM MADLUNG, Mngq, Dir. 
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HOSIERY DISPLAY ATTRACTS ATTENTION 
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An effective ensemble display which is a feature of the Gotham showroom. Bags, shoes 

and fabric samples from Altman are used to show the versatility of Smoke-Brown, the 

neutral shade that goes with both brown and grey shoes and with a great variety of 
colors in costumes. 
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Nils Swanson, Wife 
and Daughter Injured 


RocuesTer, N. Y.—Nils (“Nick”) 
Swanson, who with his son Roland sells 
shoes for W. B. Coon Co., Rochester, in 
Pennsylvania, was painfully injured in 
an automobile accident in Pittsburgh, 
Nov. 18, and Mrs. Swanson and their 
daughter were also badly hurt and 
have been. confined in the Presbyterian 
hospital. 

Mr. Swanson was being removed 
from his home to the hospital in an 
ambulance for an operation and was 
accompanied by his wife and daughter, 
when an automobile from the county 
Detective Bureau crashed into it at a 
street intersection, damaging both con- 
veyances. Both drivers were ordered to 
appear in court. Mr. Swanson’s face 
and ear were cut; Mrs. Swanson was 
cut on the head and the daughter, Anna, 
received a bad gash in her arm. They 
were all treated at the hospital. Mr. 
Swanson was later successfully oper- 
ated upon for an internal disorder, and 
is now making good progress toward 
recovery. He hopes to be able to re- 
sume selling after New Year’s. 





Gibson Goes to Buffalo 


BuFFALO, N. Y.—Harry Gibson of 
San Francisco, Calif., has been ap- 
pointed buyer of women’s shoes for the 
Wm. Hengerer Co. 

Mr. Gibson will assume his new 
duties about Dec. 15, succeeding Samuel 





A. Shive, who has occupied this posi- 
tion for the last two years. Mr. Shive 
has not made known his future plans. 

For several years Mr. Gibson has 
been manager of the San Francisco 
store of Hanan & Co. He also has 
served as women’s shoe buyer for The 
White House, a unit of Raphael Weill 
& Co., of San Francisco and also the 
City of Paris Dry Goods Co., of San 
Francisco. 





On Trade Council 


Fort WortH, Tex.—M. A. Daniels 
and John L. Ashe will represent the 
Fort Worth retail shoe stores on the 
local Retail Trade Council which was 
formed here recently in accordance 
with the national retail code. Glenn D. 
Jones and R. Davidson were chosen as 
the alternates on the council. The 
council’s purpose is to handle unfair 
trade practices, and to seek compliance 
with the retail code through explana- 
tion, conference and adjustments. 





Hartford Shoemen Organize 


HartTrorD, CoNN.—An organization 
of retail shoe dealers was formed here 
Nov. 21 to function as a unit of the 
Retail Trade Council for Metropolitan 
Hartford. An executive committee of 
three will represent the shoe men on 
the council and help in the adminis- 
tration of the retail code. 

Patrick Z. Muldoon, manager of the 
W. L. Douglas Shoe Co., was elected 
chairman of the shoe men’s committee. 
Other members are William B. Berry, 
president of Battey’s Shoe Store, and 
Aaron Shechter. 
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COMFORT 


to Tender Feet... 


One million of this style "TOM" have made 
friends for hundreds of stores whose cus- 
tomers could not wear an ordinary shoe 
with any degree of comfort... . This 


"Trade Builder" 


IN-STOCK 
Widths Sizes 
OP vdwddcesccsenes 5 to 12 
 sctaceasddcduds 5 w 12 
GD. ddcncnncasues 5 to 12 


Made to order; small 
extra charge. 


The middle- 
age customer’s 
choice!! 


really helps build trade! 








"TOM" 


No. 1 Last 





10¢ per pair extra west of Denver. 


“Trade Builders” are great fitters. 


QUICK SERVICE 
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ALBANY, N Y 
Smith & Herrick Co 
ATLANTA, GA 
Gramiing & Collinsworth 
BANGOR, MAINE 
J M Arnold Shoe Co 
BRISTOL, TENN 
King Bros Shoe Co 
CHARLESTON, W VA 
W L. Smith & Co 
CHICAGO, ILL 
H Brandt & Sons 
CHICAGO, ILL 

K 


CHICAGO, ILL 
RL. Pennington 
CINCINNATI, OHIO 
Nadler's Inc 
CLEVELAND, O 


The Whitney-Roth Shoe Co 
DENVER, COLO 

The Jos P Dunn Shoe & Leather Co 
DETROIT, MICH 

American Cash Shoe Co 


DUBUQUE, |OWA 
Merchants’ Supply Co 
FORT WORTH, TEX 

Hinckley. Tandy Leather Co 
GRAND RAPIDS, MICH 
Hoekstra Shoe Co 
HUNTINGTON, W VA 

The Je Newberry Co 
INDIANAPOLIS, IND 

E P Bayless Shoe Co 
LEXINGTON, KY 
Ades-Lexington Dry Goods Co 


STATIONS 


LINCOLN, NEBR 
« 


LOS ANGELES, CALIF 
Stewart-Dawes Shoe Co, Inc 
MEMPHIS, TENN 

Wm R Moore Dry Goods Co 
NASHVILLE, TENN 

Neely, Harwell & Co 

NEW ORLEANS, LA 
Duhon, Berry & Vinter, Inc. 
NEW YORK,NY 

M_ T Shaw Shoe Co. of New York 
OSHKOSH, WIS 

H C Roenitz Co 

PEORIA, ILL 

John Moser & Sons 
PHILADELPHIA, PA 

Bell, Walt & Co, Inc 
PITTSBURGH, PA 

Newell & Schnesder Co 
SAGINAW, MICH 
Michigan Shoe Co 

ST PAUL, MINN 

Schetter & Rossum Co 
SEATTLE, WASH 
Washington Shoe Co. 
SIOUX CITY, 1A 

Earl F Berg 

SPOKANE, WASH 

The Adams Leather Co. 
SPRINGFIELD, MASS 

M T ShawShoeCo of NewEngland, In 
TOLEDO, OHIO 

Ainsworth Shoe Co 
ZANESVILLE, OHIO 

The Black & Grant Co 


M.T.SHAW INC. 
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Teachers Campaign Against 
Hi-Cuts; Merchants Protest 


Des Moines, Iowa—A campaign to 
“reduce or prevent the wearing of high 
boots to school during the Winter,” 
instituted by the supervisor of Physical 
Education in the Des Moines public 
schools and the Parent-Teacher Asso- 
ciation was the subject of an attack by 
the Des Moines shoe retailers. 


A bulletin was issued on the subject 
to the principals and teachers of Phys- 
ical Education in the local schools and 
Supervisor L. E. Hutto indicated 
further that the matter might be taken 
up with the National Parent-Teacher 
Association. 


According to President H. A. Alex- 
ander of the Des Moines Shoe Retail- 
ers, the attitude of the local dealers is 
that the schools are going beyond their 
authority in undermining a branch of 
the shoe business without consulting 
the dealers in advance on their course 
of action; also that the reasons ad- 
vanced for discouraging the wearing 
of “hi-cuts” need investigation; further, 
that other types of shoes, which teach- 
ers do not object to, in the schoolroom, 
are more objectionable than the “hi- 
cuts.” These opinions were brought out 
at the shoe dealers’ meeting at which 





it was determined the national shoe in- 





CURE FOR FOOT TROUBLE! 


A new use for an electric refrigerator has 
been found in Rochester, N. Y., where it is 
reported that at the end of a few weeks after 
installation a new refrigerator was consuming 
a tremendous amount of current. The owner 
called in experts from the Rochester Gas and 
Electric Corporation, who examined the ma- 
chine, reported it in perfect condition and ad- 
mitted they were baffled by the excessive bills 
it produced. Finally, the owner discovered by 
accident late one night his colored cook seated 
in a chair before the wide open door of the 
refrigerator, her feet comfortably placed inside 
on the shelf. She cheerfully admitted that she 
suffered from burning feet and had derived the 
greatest comfort from cooling them off in the 
refrigerator. She had been doing it for weeks. 











dustry should be informed of the local 
issue. 

The principal argument advanced 
against high boots was the charge that 
they “weaken the feet of growing chil- 
dren by restricting the circulation and 
muscular action,” that “they tend to 
cause flat-footedness and awkwardness, 
thus handicapping those desiring to be- 
come good athletes. The handicap may 
not be so evident at once, but the re- 
sults develop later.” 

Since the bulletin was issued, many 
reports have come to the shoe dealers 
from parents as to the harmful effect 
of “hi-cuts.” However, hundreds of 
the boots have been moved, due to the 
liking of the children themselves, and 
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the suggestions by the dealers that the 
supposed harmful effects may have 
been overemphasized. 

President Alexander suggested to 
Mr. Hutto that a representative of the 
local shoe dealers might profitably talk 
to the Parent-Teacher group on proper 
shoes for children, also that Mr. Hutto 
might appear personally at a shoe deal- 
ers’ meeting at the opening of the sea- 
son and outline his views, in order to 
work out their problems cooperatively, 
without working a hardship to the shoe 
industry. This course is expected to 
be followed at the opening of the 
Spring season. 





Forms Shoe Corporation 


BALTIMORE, Mp.—The Arundel Shoe 
Corporation this city has been char- 
tered for the purpose of conducting and 
dealing in footwear. The incorporators 
of the concern, whose capitalization 
consists of 25 shares of common stock, 
no par, are William O. Schaub, Leroy 
H. Lowenthal and Oscar Levy, all 
identified with the retail shoe field of 
the city. The offices of the corporation 
are 1023 Munsey Building. 


Leases Greenville Shoe Dept. 


GREENVILLE, Miss.—The Cinderella 
shoe department has been opened in 
the Tonkel’s department store, under 
the management of H. L. Dugan of 
New Orleans. All styles, materials 
and colors are offered for ladies and 
misses. 








AT THE 


Your Line of Shoes is Less 
than 6 Minutes Away (4 


from New York’s 
Largest Buyers 


Conveniently located in 
the heart of the “shoe 
belt” for quick contact 
with all important buyers, 
it saves their time and 
yours. 





Spacious, modern sample 
rooms, in which smart 
shoes look smarter. 

















2500 ROOMS 
NOW 990 
ONLY WAND UP 
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HOTEL NEW YORKER 


34th Street at 8th Avenue, New York + Ralph Hitz, President 
Hotels Van Cleve, Dayton; Book-Caditiac, Detroit; Ritz-Carlton, Atiantle City 























COME TO READING 

you will be delighted to visit the many 

spots of historic interest in this famous 
industrial centre. 


Make your headquarters at 
this Modern, Fireproof Hotel 


300 ROOMS 
RATES: $2.00 to $3.50 
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RECONSTRUCTS SHOE SHOP OF OLD NEW YORK 





In the Empire State Building on 34th 
Street, just west of Fifth Ave. is a 
replica of the original Coward Shop of 
68 years ago, reproduced to the minu- 
test detail to show exactly where and 
how a tremendous business was started 
years ago. It is the famous James S. 
Coward’s original store at 266 Green- 
wich Street, in old New York. 

It was in this little shop that James 
S. Coward, back in 1866, started his 
mission to relieve the foot ailments of 





the then poorly shod public. Every 
shoe, at that time, he made by hand 
to fit the needs of the individual. 

The men working in the window have 
been with Coward upwards of one 
quarter of a century, trained by James 
S. Coward, himself, to make shoes to 
meet the very exacting standards that 
he set for himself right from the be- 
ginning. Every shoe is made entirely 
by hand, just as was done by Coward, 
himself, in 1866. 


——————— 


Reineberg Heads York Retailers 


York, Pa.—S. Cletus Reineberg was 
elected president of the York Shoe re- 
tailers association. He succeeds Samuel 
Brueggeman. Other officers elected 
are: Vice-president, M. M. Reed, of the 
Charles H. Bear department store; 
secretary, Charles Martin of Kinney’s 
shoe store; treasurer, Samuel Bruegge- 
man, of the Edward Reineberg com- 
pany, and trustees, George Smith, Ed- 
ward Reineberg and Louis Leibowitz. 

The York association went on rec- 
ord as favoring the holding of the 
Middle Atlantic Shoe Retailers associa- 
tion business and educational conven- 
tion, scheduled for Philadelphia. Sev- 
eral of the York merchants are mem- 
bers of the committees arranging for 
the convention. 


100 Years in the Shoe Business 


JANESVILLE, WIs.—Sid Weber’s Shoe 
Store, 111 West Milwaukee Street, is 
celebrating the 100th anniversary of 
the Weber family in the shoe business. 
In one of the interesting advertisements 
commemorating this event, Sid Weber 
says: 

“Maybe I’m just the sap of the fam- 
ily tree. So far I’m the tail end of 
three generations of Webers in thé shoe 
business. This thing started in the 
Fall of 1833, when Grandfather Weber, 
at the age of 14, started as an appren- 





tice shoemaker in Coblenz, Germany. 
Now, just 100 years later, in 1933, we 
are plugging along in what we be- 
lieve is the toughest year of all. And 
if the first hundred isn’t the hardest 
then we’re figuring on a peanut stand 
for the notorious offspring, Sid, Jr.” 





Rich Elected President 


WASHINGTON, D. C.—At a recent 
meeting of the District of Columbia 
shoe dealers, Herbert Rich, of Rich’s 
shoes, was elected president. The 
other officers are O. L. Davidson, vice- 
president, from Jeleff’s; I. B. Nord- 
linger, prominent business man of 
Washington, treasurer, and Warner 
Pierce, secretary. The organization is 
called the Washington Shoe Retailers. 





Managing College Boot Shops 


PHOENIX, ArIz.—Nyle Rosenstein, 
formerly of Denver, has arrived to as- 
sume management of the Arizona 
stores owned by College Boot Shops, 
Inc., and will operate the Shoeland 
store and College Boot Shop here and 
the Shoeland store in Tucson, it is an- 
nounced. 

An extensive plan of remodeling and 
redecorating has been undertaken, and 
store fixtures and displays are being 
rearranged. 
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Sport Footwear 


Oh 6 8 8 8 a a 





AFF 6 8 SP 8 FT, Oe 


WHERE TO BUY 


47 








Men’s Shoes 
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Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, Presiden: 
Syracuse, N. Y. 
































“HIGHEST GRADE ONLY” 











AST WEYMOUTH. MASS. U. 
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MEN’S FINE SHOES 
OLD COLONY SHOE CO. oeee 


NEW YORK ®@ BOSTON 































Marbridge Bidg. 10 High St. 
ORIGINAL 
FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Il. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 
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WHERE TO BUY 


Women’s Shoes 





nes Waite Sam strap 
$s 
Bees las faille same 


Last-AA to C 
WRITE FOR CIRCULAR 
Terms 2% "10 Days, Net 30 =F. 0. B. Fact 
HANNAHSQN’S SHOE CO., HAVERHILL, MASS. 











THE PUMP WITHOUT A GAP 


GENUINE COMPO FROCESS 
IN STOCK 
Kaffir Calf 









White Kid 
White 

Satin 

Black 


$900 


Regent and Seamless 
High Fyy4 yy J Leuls 
TT SHOE C 












58 N. “a St., Philedeiphtas Pa. 
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WHERE TO BUY 
Dancing Shoes and Taps 
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DANCING & GYM 
SANDALS 


In-Stock 
All Sizes 
Coiors—Pearl, Fawn, 
lack 
Price 60c Pr. 
Write for Catalogue 


BROOKS SHOE MFG. C 











0. 
Swanson and Ritner Sts., Philadelphia 








TAP 
DANCE 
SHOES 
e 
BLACK gALE ‘ 
Stock 
eae —_— . 
$1.55 A-B-C 11% -2 
— Owens SHoECo. — 
men 589 Essex St., Lynn, Mass. pmo 
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New Men’s Shoe Department 


PASADENA, CALIF.—A new men’s shoe 
department featuring shoes retailing 
at prices ranging from $3.95 to $7.50 
has been opened in the F. C. Nash and 
Company department store with Alan 
Metzer in charge. 

Mr. Metzer was in the main store of 
Los Angeles of Wetherby-Kayser for 
about eleven years and prior to that 
was employed for eight years in Win- 
nipeg. 

The new department is located on the 
main floor adjacent to the sporting 
goods department. There is a women’s 
and children’s shoe department in the 
store but in a different location and 
under different management. 





Sam Stein Opens New Store 


NEw York-—Business seems to be 
good with Sam Stein, owner of the 
Helene Bootery at 24 Clinton Street, in 
New York, as he has opened another 
place at 285 Broadway in Brooklyn. 
When asked about it Mr. Stein said that 
it is and he is going after women’s 
novelties at popular prices. 

He has been in the shoe business for 
twenty years and has worked for a 
number of big chain stores as salesman 
and manager. Sammy knows all angles 
of the shoe game and he can sit down 
on a fitting stool and sell with the best 
of them, especially women’s shoes. His 
business card reads “Stores Every- 
where.” Looks like another chain of 
shoe stores has been born. 





Steward-O’Connor Open 


CHAMPAIGN, ILtL.—A new firm 
opened here recently. A fine, exclu- 
sive shoe store featuring shoes for 
men and women under the firm name 
of Steward-O’Connor, T. J. O’Connor, 
formerly connected with the A. W. 
Hinkle Company of Wichita, Kan., 
and C. L. Steward, formerly with the 
Applebaum-Mautner Company of this 
city, comprises the new firm. Both of 
these gentlemen are young men, and 
have a thorough knowledge of the shoe 
business. 





Leed’s Hollywood Store 

HoLLywoop, CAL.—The last word in 
things modernistic is involved in the 
new Leed’s Shoe Store at 6624 Holly- 
wood Boulevard. 














More Straps for Spring 


Chicago.—Very wide strap shoes are show- 
ing interesting activity in the women’s depart- 
ment at Stetson’s, according to F. W. Cox 
These are selling in a 14/8 leather heel. They 
- in black and brown calf and in artillery 
calf. 

Straws indicate that favorable winds are blow- 
ing in direction of more straps for Spring, says 
this house. 


———————— 
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Has Radio Program 





Chicago, Iil—‘“The Two Doctors,” Pratt and 
Sherman, who are featured stars of radio sta- 
tion KYW, are nothing if not thorough. When 
Feltman and Curme became their sponsors the 
facetious physicians insisted upon going into a 
store to learn the business from the ground up. 
Imagine Miss Dorothy Swanson’s surprise at the 
evidence presented by Dr. Pratt to prove his 
statement, “We give everybody fits.” 


eld 


The shop which is about 25 by 60 
feet in dimensions has as its most 
catching exterior feature a colorful 
ceiling in the entrance recess, the whole 
ceiling being a solid mass of parallel 
Neon tubes. A bakelite front is an- 
other attractive exterior feature. Stan- 
ley Hansen is the manager of the new 
shop. 


A New Burt Store 


New ORLEANS, La.—New Orleans’ 
newest shoe store is Burt’s. The loca- 
tion has been remodeled and redeco- 
rated. Modern fixtures have been in- 
stalled and equipped to serve the public 
most efficiently and conveniently. Max 
Kessler, who for many years has been 
identified with the retail shoe busi- 
ness, will be manager of the new store; 
and he will be assisted by Louis Plat- 
kins, who also is well known in shee 
circles. 


Leases Department Space 


PASADENA, CAL.—A. S. Cockrell who 
for three years has operated Cockrell’s 
Shoe Shop in the Maryland Hotel has 
moved to the new Hertel Department 
Store at 250 East Colorado Street 
where he has the shoe concession. He 
features woman’s shoes only ranging 
in price from $5 to $8.50. The conces- 
sion of course operates under the Her- 
tel name, 

Before going into business for him- 
self, Mr. Cockrell was connected with 
the Bootery in Los Angeles, a famed 
shoe chain of the earlier day. The new 
Hertel Department Store is one of the 
largest in Pasadena. 
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Brown Plant Enlarges 


St. Louis, Mo.—Work is to begin 
soon on the $50,000 addition to the 
plant of the Brown Shoe Company, at 
Pittsfield, Ill. The new building will 
have more than double the floor space 
of the present structure, giving a total 
of 34,000 square feet. The town has 
raised $35,000 as its share of the con- 
struction cost. 





TRADE LITERATURE 





Brings Out New Line 


The following letter was sent by B. 
Friedman Shoe Co., 109 Reade Street, 
New York, to their customers recently: 

“In an endeavor to stimulate business 
for the balance of the year we are 
bringing out a line of up-to-the-minute 
women’s novelties which can be retailed 
in a lower price range. These shoes 
do not represent a lowering of quality 
but a cooperative effort between the 
manufacturer and ourselves to produce 
the desired effect. 

“The manufacturer has eliminated his 
profit and is working on his overhead 
in order to keep his factory going and 
we in turn have also eliminated our 
profit so that we can give our customers 
a fast-selling line of novelties at an 
attractive price. 

“The line of shoes we refer to has up 
to now been retailed for $3.00; under 
the present arrangement they can be 
retailed at $2.50 without one cent’s 
worth of value being taken from them.” 





WHAT’S NEW 








New Tassel Ends 


Considerable interest is being shown 
in tassel ends for women’s shoes. These 
tassels were originally developed for 
the ghillie ties which had such a vogue 
during the past two years, and are now 
being sampled and used quite extensive- 
ly by manufacturers of some conserva- 
tive oxfords and ties. They even find 
their way in gold and silver, on to 
evening slippers. 

Since the first of January over two 
million pairs have been sold to shoe 
manufacturers. Already over 100 man- 
ufacturers have sampled for the com- 
ing season, which is a great many more 
than a year ago at this time. 

















q FACTORY CHANGES > 








Specialized Shoe Plant 


ELIZABETHTOWN, PA.—The new man- 
ufacturing enterprise of Charleroy, 
Ine., is probably the only one that is 
devoted to the production of shoes for 
the modern miss exclusively. This class 
of shoes, so frequently commented upon 


December 











9, 1933 


in the reports of the juvenile style com- 
mittee, is usually produced either as an 
advanced type, by the maker of chil- 
dren’s shoes, or as a division of the 
work of the women’s shoe factory. 

Louis Charleroy, president and 
treasurer of the new company, and 
who was for seven years in the same 
capacities with the Lancaster Shoe Co., 
also of Elizabethtown, felt that this 
particular type of shoe was worthy of 
the exclusive attention of a manufac- 
turer and the product of the plant will 
be confined to it. No shoes will be 
made with heel height of more than 
13/8 and the plant will be confined to 
welts and silhouwelts. 

The new building is of the most 
modern type, daylight in all depart- 
ments and has a capacity of a thousand 
pairs per day. 

A good deal of the business solicited 
will be with the chain and large volume 
buyers, this business being looked after 
by Mr. Charleroy personally, but in 
addition the following representatives 
will show the line, which is priced to 
fit in the $4 and $5 retail grades: 

A. C. Gottleib, Greater New York, 
with headquarters in the Marbridge 
Building; Charles E. Todd the Central 
States, with headquarters in Columbus, 
Ohio; Louis S. Katz the Southwest, lo- 
cated at Dallas, Tex., and O. H. Fithian 
the Pacific Coast, working out of San 
Francisco. 








THIS WEEK'S BOUQUETS 

















Appreciates the News Service 


I have been taking the Recorder for 
years and I always look forward to it each 
week, as I get good news from the books. 

Leo Abram, care Harry Abram & Son, 
Lufkin, Texas. 


VvvvVv 


A Big Store in a Small Town 
We wonder if you will be kind enough 
to send us addresses of shoe manufactur- 
ers who make the shoe illustrated in the 
Boot and Shoe Recorder. 
We read your book weekly and find it 
a great help to our people. 
V. T. Eckerd, Mgr., Belk-Broome Co., 
Marion, N. C. 


Vvvv 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
. (atants’ Soft Seles.. 6-8 

intermediates .. . 6 

Flexible Hard Soles.. 2-8 


Send for In-Stock 
Catalog 


MRS. DAY'S IDEAL B48" 
SHOE CO 
Locust St. 











Danvers Mass 
























HE line that 
repeats — ev- 
erywhere. All qual- 
ity—with exclusive features 
‘In Stock Catalog shows 150 
numbers. 
HERBST SHOE MFG. CO. 
MILWAUKEE, WIS. 
LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTOKS 


CHILD 


FINE GOODyE, 












—for Infants, 
Children, 
Misses, 
Young La- 
dies. 









Smartest Patterns. 
Incomparable Values. 
Be sure to see Spring 
Line! NewINSTOCK 
Catalog. 








CHILD LIFE 
SHOE MFG. CO. 
MILWAUKEE, WIS. 
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WHERE TO BUY 
Shoe Trees 
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QUICK PROFIT ITEM - 50 





« SIMPLEX SHOE TREES 2. 
SELF ADJUSTING— Rs 


A gentle squeeze 
inserts or removes. 
Write for 
unique 
Sales Plan 


RETAILER 
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WHERE TO BUY 


Leathers 








MANDRUCCA 
is the registered trade- 
mark of a unique, 

grained leather of 
superior tannage, 
originated by 
the under- 
signed. 


ye 

° Misuse 
ey of this 
"trade-mark, 


& directly or by 
S colorful imita- 


wy tion, wittl be 

* Da prose- 

et R. NEUMANN & CO. 
HOBOKEN, NEW JERSEY 


Enlarges Sales Room 


NEw YorK, N. Y. 
—Shapack & Sons 
Company have 
been appointed ex- 
clusive and _ sole 
sales agents for 
the Biltmore Shoe 
Manufacturing 
Company, Inc., of 
New York and 
Vanity Shoe Cor- 
poration of Haver- 
hill, Mass. The 
Biltmore Shoe 
Manufacturing Company, who have re- 
cently moved to larger and more modern 
quarters at 826 Broadway, manufacture 
women’s turn shoes 
with a capacity of 
3000 pair per week. 
The Vanity Shoe 
Corporation manu- 
facture a medium 
grade of women’s 














Harry Shapack 


novelty — shoes. 
Shapack & Sons 
Company com- 


prised of Harry 
and Allan Sha- 
pack, sponsored by 
their well-known 
father, Ixon H. 
Shapack, are shoe 
manufacturers’ sales representatives. 
They have recently enlarged their 
sumptuous quarters on the seventh 
floor of the Marbridge Building. 





Allan Shapack 


Tom Swanton Starts South 


Tom Swanton, representing Dodge, 
Bliss & Perry Co., Inc., Newburyport, 
Mass., has left for his Southern terri- 
tory, which consists of Tennessee, Ken- 
tucky, Alabama, Mississippi, Louisiana, 
Arkansas, Texas and Oklahoma, with 
a line of turns which he says is “the 
last tap of the bell in style, at popular 
prices.” 
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ST. LOUIS WELCOMES SHOE TRAVELERS 





“Welcome shoe travelers to the N.S.R.A. Convention,” says Arthur E. Ebbs, chairman, 
St. Louis Convention Committee, to W. T. Mitchell, president of The National Shoe 
Travelers Association, who was a recent visitor to the Convention Headquarters. 


St. Louris—W. T. Mitchell, president 
of the National Shoe Travelers Associa- 
tion in a conference with the St. Louis 
Convention Committee where arrange- 
ments were perfected for the travelers’ 
convention said: “I assure you that I as 
president of the National Shoe Travel- 
ers’ Association extend to you every 
hope that the coming Convention of the 
N.S.R.A. will be a pronounced success. 
I am urging every member of our or- 
ganization to encourage all his trade 





Godman Sales Conference 


CoLuMBus, OHIO—The semi-annual 
sales conference of the H. O. Godman 
Co. showed that the 60 salesmen who 
attended as well as company executives 
and department managers were very 
optimistic of the future. 

The conference was in charge of B. 
H. Crompton, sales manager. Others 
attending were D. P. Cary, chairman 
of the board; T. E. Kavanaugh, vice- 
president, and J. L. Davis, comptroller. 

Two changes in the traveling force 
were made. Harry Teetsel takes the 
place of Jack Grimes in Indiana and 
Michigan and Howart T. Lutz takes 
the place of Hap Hanley in Illinois. 





Elect Officers 


Los ANGELES, CALIF.—At a regular 
meeting held Nov. 24, the following of- 
ficers were elected to serve the Shoe 
Traveler’s Association of this city for 
the year 1934: 


Joseph Kalisky, president. 
Samuel Juneau, vice-president. 
Ned Dreyfus, secretary. 








to be present and participate in the 
many functions which will be tendered 
by your organization.” 

All shoe travelers are entitled to the 
reduced railroad rates allowed for the 
N.S.R.A. Convention. Thomas A. De- 
lany, secretary-treasurer of the organi- 
zation, announced that convention head- 
quarters for the traveling men will be 
Hotel Statler. The dates have been set 
for January 11 and 12, immediately 
following the retailers’ convention. 





Oxfords Popular in California 


Los ANGELES, CaAL.—The popularity 
of ladies’ heavier woolly suits has 
given a vogue to substantial appearing 
oxfords with Woolfelt-White’s wealthy 
customers. Fred White, the proprietor, 
expects this demand to continue through 
the coming season. 

Tintable sandals are still holding the 
center of the stage for evening wear 
with a decidedly lessened demand for 
the gold and silver trims or solid gold 
and silver, all of which were very pop- 
ular a few months ago. 

There is no let-up in the popularity 
of stitching as a trim motif, an in- 
creased demand, if anything. This 
holds true both in evening and street 
shoes. 





Opens New Department 


SANTA Rosa, CALiIr.—Formerly with 
the Emporium in San Francisco, O. W. 
Connell has opened a new shoe depart- 
ment in the White House Department 
Store here. Mr. Connell is featuring 
Nunn Bush shoes for men and I. Miller 
for women. 
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WHERE TO BUY 


Shoe Dressings 


6 6 6 SF Ser ee 








SHOP TALK 
PRESCRIPTION:- 


The doctor prescribes not 
just drugs, but the particular 
medicine for your own need. 
Cavalier dressings are com- 
pounded each for its especial 
purpose, and they are sold 
only through shoe stores. For 
details write: 


“CAVALIER” 
The Shoeman’s Polish 
BALTIMORE, MD. 
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WHERE TO BUY 


Riding Boots 
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| BXDING BOOTS 
| IN-STOCK 
for Men, Women and 
Beescche | 
"Boots. 


Write for catalog. 
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Chester Augenblick 


NEw York, N. Y.—Chester Augen- 
blick, general manager and sales man- 
ager of the Dr. Morris Shoe Co., 143 
Duane Street, was operated on last 
week for appendicitis. Mr. Augenblick 
was stricken suddenly and was imme- 
diately rushed to the hospital where 
the operation was performed success- 
fully. He is now convalescing and ex- 
pects to be back on the job shortly. 





Lowey Controls Huntington 
Shoe & Leather Co. 


HUNTINGTON, IND.—E. R. Lowey, of 
the Huntington Shoe & Leather Co., 
purchased on Nov. 23 the entire con- 
trolling stock in the above-named firm 
from the Howes Bros. Co., of Boston, 
Mass. 

By dint of deserving work, Mr. 
Lowey now enjoys complete control of 
this business, the Howes Co. retaining 
no capital stock or interests whatso- 
ever. 
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1933 


Joseph B. Schwartz Makes 


Change 

NEw YorK—Joseph B. Schwartz, 
who for the past 19 years has repre- 
sented Excelsior Shoe Company, has 
joined the sales staff of the Richland 





JOSEPH B. SCHWARTZ 


Shoe Company, a division of the Jar- 
man Shoe Company of Nashville, Tenn., 
with full charge of sales in the metro- 
politan area for the Fortune line of 
men’s shoes. 

Mr. Schwartz has received many let- 
ters and telegrams of congratulation 
since he announced his new connection, 
and he is convinced that his spring line 
of samples will appeal strongly to his 
many friends and acquaintances in the 
retail trade. In speaking of the style 
prospects for the coming season, he de- 
clared that the outstanding trend as 
he sees it is well expressed in the Rich- 
land slogan “1934 is a Fortune sport 
year.” 





Clever Slipper Broadside 


WASHINGTON, D. C.—The Wm. Hahn 
& Co. of this city and Baltimore, Md., 
have a flare for color if we may use 
for evidence their “giant” letter on 
Christmas slippers recently distributed. 
Credit must be given to this un- 
usually brilliant presentment, for these 
women’s slippers certainly have “IT” 
(“Buy Appeal” in our language). 


Takes Over Shoe Store 


BIRMINGHAM, ALA.—A. L. Meadows 
has taken over the Lee’s Smart Shoes 
and changed the name to Meadow’s 
Shoe Store. The store located at 1931 
Fourth Avenue, North, will continue to 








feature Lee’s shoes for men, however. 
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WHERE TO BUY 
Spats 





BOND STREET SPATS 
—Enjey greatest demand 


because of many years 
consistent advertising In 
aational magazines and 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 
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. S. CHASE & SONS, INC. 
W. SJAVERHILL, MASS.” 
in Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black with 
)3nap Pocket 1.35 
Zipper Pocket $1.50 





WEAR- EVER S$PEAGe, 
IN HARD SOLES ONLY 


wet, SO $700 i750 


TWO TREMENDOUS FACTORIES +++ 
‘AR TURNS-MOCK TURNS 


to 20,000 Pairs daily 


THOUSANDS OF PAIRS IN STOCK/ 








ST CARD WILL BRING A ‘oh SaAe er 
yA tHE Witeo St: wile to-cloy 7 


SHOE 6 SLIPPER porcnnnty 
SOUTH NORWALK 




















Given Bros. New Store 


PHOENIX, ARIZ.—Formal opening of 
the Given Brothers Shoe Store in its 
new location at 132 East Washington 
was held Nov. 4. The interior of the 
new quarters has been completely re- 
modeled and redecorated while new 
equipment has been installed through- 
out. An entirely new stock will be 
presented featuring nationally adver- 
tised, standard brands of shoes. Souve- 
nirs such as electric bridge lamps, elec- 
tric clocks and other articles were dis- 
tributed to shoe purchasers on opening 
day, with toys for the children. Harry 
Rabenowitz is the store manager. 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 


10% 


Selling is Through 
WINDOW 





IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 


RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in display—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 


You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
‘ hand-lettered selling messages on colorful, artistic, die-cut 
show cards. 
Samples will be sent on request 
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axd look over 
+ OuR 
GIFT SUGGESTIONS 
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DECEMBER 


Silver board, with de- 
sign in bright red and 
blue. 


Size: 8x14” 
COMPLETE TEXTS 


sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 








DECEMBER 
HARMONIZING 
TICKET 


card subscribers at 
prices listed below. 


$7 50 Available to non-show 





Other Xmas tickets 
in-stock. 








REGO DOE oF 7 


- — 
Oey 
; iG 
» a Beart at 


“J”: Black and “I”: Pale Green “S”; Red Flower “Z”; Yellow Lan- 











Gold Design on Design on Buff. on Bright Yellow. tern on Deep lye Sr: on Light Ten. 


Pale Yellow. 
Orange. Yellow. 





“O”: Rose Design 





Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“j”—Polly Clips for tickets: \® gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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When writing advertisers please mention Boot and Shoe Recorder 
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| 4 to one merchant in an average size town, suburb or city shop- 
ia ping center. 


bine 


display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


; exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre 
ferred to blanks; harmonizing tickets, with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 








i HOLDERS 


Oval base — bur- 
~~ nished gold— 
three color trim. 
















These modernistic 
holders take any 
size card. They 

7 harmonize with 
the finest of win- 
dow display fix- 
v4. tures. 











Merchants Service Dept. 
BOOT AND SHOE RECORDER 


367 W. Adams St., Chicago, Ill. 





12 display cards .. . 6 holders... 
100 blank harmonizing price tickets 


STORE WINDOW BULLETIN, supplies merchandising and SERVICE NO. 2—$4.00 monthly: 


8 display cards ...4 holders... 


100 blank harmonizing price tickets 


EXCHANGE OF CARDS: Annual card service subscribers may SERVICE NO. 3—$3.00 monthly: 


6 display cards ... 2 holders... 
50 blank harmonizing price tickets 


PRICE TICKETS: Blank tickets, matching the current month’s SERVICE NO. 4—$2.25 monthly: 


4 display cards .. . 2 holders... 
50 blank harmonizing price tickets 


COUPON 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 


Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with December, for card service 


NOS ccscass » for one year, consisting of........ card 
holders (with the first month’s service), ........ cards 
Ch eae blank tickets each month—OR—........ 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $........ per year, payable $........ 


per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sel] MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 


» Ore - eee » eer Grccune ilesces Wekdces | Pe 
SOONER INGINO ecko odie Kee eecicdesvawdeescannrcuuseuea 
CORE ok keel Coccdeieks KéicheecRsedevevedéetnadsata 
WEIMER Sade oo ta dudun wed esudsdeieeeeddatekedecennsees 
CMPE viddntecinvestiecdaivees A” ee eeee eer Terre eT ec 
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Annual Display Card Service Select the Service You Wish— . 
Ineludes Mail Coupon—See Sales 
EXCLUSIVE FRANCHISE is given with annual card service SERVICE NO. 1—$5.00 monthly: 


Jump ! 


Peewee ewe eee ew eee eeeereeceececes 
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SALESMAN WANTED 


SALESMEN WANTED 





POSITION WANTED | 





ANTED--Salesmen on straight commission 

basis, to carry popular priced line of sport, 
beach sandals, and house slippers, for old 
established concern. All territories open except 
states of Mississippi, Texas, Oklahoma, Missouri 
and Minnesota. Residential men preferred. State 
experience and references with application. 
Address D-570, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





IVE wire salesman for well known house, to 

carry short and snappy line, slippers and 
hand turned ladies’ shoes, to retail 50c—$1.00 
—$1.50. Commission basis, auto essential. 
Give reference and past lines carried, for the 
following getory: isconsin, Minnesota, also 
“ampshire, Maine, and New 


Vermont, 
York State. Address D-554, care Boot & Shoe 
pemegeer, 239 West 39th Street, New York, 





WANTED: Side line representatives to carry 
the practical Step Rite line of intermediate 
creeping and first walking shoes. Good terri- 
tories open. Line short, approximately thirty 
shoes. Market wherever infants’ shoes are 
sold. Commission 10%. If you know your 
eats, write C. H. Hawkes & Son, Rochester, 





SAL sESMEN—Experienced with established 
trade to carry general line of men’s, ladies’ 
novelty boudoir house slippers. Commission 
basis. State territory covered, experience and 
referencs. Address D-566, care Boot & Shoe 
ee. 239 West 39th Street, New York, 





F_XPERIENCED salesman for well established 
line of children’s shoes with orthopedic fea- 
tures to sell to retailers in Minnesota, Iowa, 
Wisconsin and Illinois. Must have orthopedic 
training and shoe selling experience. State 
references, territories traveled and sales record. 
Address D-567, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





ALESMEN wanted with established territory 

to carry as sideline on commission basis, 
full line of ladies’ beach sandals and sport 
shoes, and ladies’ and men’s house and boudoir 
slippers. State territory covered and lines now 
carried. Liberal commission. Address D-569, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED—Foreman with executive ability to 
take complete charge of McKay factory 
manufacturing sport sandals and house slippers. 
State references and experience. Address D-571, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


J 
TITCHDOWNS:—Children’s 2 sole and 3 
sole construction; Infants’ Prewelts; Men’s 

Romeos and ventilated; Boys’ and Ladies’ Sport 
and regutar oxfords; popular priced quality 
line for jobbers, chain stores and department 
stores; case fots and make-up only. Tem- 
porary proposition strictly commission; entire 
southern territory open for one man from Vir- 
ginia te Texas; must have large following to 
sag volume business. Address D-553, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








LINE WANTED 


SALESMAN with many years’ experience both 
on selling and manufacturing ends of the 
shoe business wishes to represent manufacturer 
of men’s, women’s or children’s shoes. Has 
sold in New Yerk, Penna., New Jersey, Mary- 
land, Delaware and Virginia. Knows territory 
thoroughly. Best of references. Write at once 
to D-563, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








WANTED 


Shoe manufacturers’ agent wants, for middle 
west territory, ladies’ style lines to retail 
$1.95, $2.95, $3.95. Can furnish best of 
references. No drawing account wanted. 
Address D-573 
Care Boot & Shoe Recorder 
367 West Adams Street, Chicago 











S ALESMAN with successful record as a 
producer desires connection with manufac- 
turer having a sound proposition to promote. 
Prefers New England territory. Highly recom- 
mended by former employers. For further 
particulars Address D-572, care Boot & Shoe 
ae 239 West 39th Street, New York, 








MANAGERS WANTED 





STITCHDOWN factory is looking for a gen- 
1 eral manager having executive ability, thor- 
oughly experienced in the line, able to check 
credit, f= nme established following. Excellent 
opportunity for the right man with pro 
references. Address D-568, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
N. Y. 





SHOE salesman, 14 years’ experience as man- 
ager, buyer and window trimmer, desires 
connection. Age 36, married. Successful rec- 
ord, excellent references. Willing to go any- 
where. -Address D- 556, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 








BUSINESS OPPORTUNITY 


Goop opportunity for ladies’ shoe manufac- 
turer to have an additional outlet of $100,- 
000 or more in sales. A _ live, reliable St. 
Louis jobber will be in Boston and New York 
in December to interview and discuss things in 





detail. If interested write to: Horwitz-Pollock 
Shoe Company, 1420 Washington Ave., St. 
Louis, Mo. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system o 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1384. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








Shows Shoes to Doctors 


New Haven, CoNN.—Sydney Stokes, 
proprietor of the Walk-Over Shoe Shop, 
930 Chapel Street, staged an inter- 
esting exhibit of orthopedic shoes at 
a recent convention of the Connecticut 
Osteopathic Society at the Hotel Taft 
here. A recess was takenduring the 
convention to enable osteopaths attend- 
ing to inspect the exhibit, which fea- 


tures shoes manufactured by the George 


E. Keith Co. Mr. Stokes reported that 
the interest shown was highly gratify- 
ing and he regarded the exhibit as a 
profitable one. 





Minimum charge 75 cents. 
$1.25. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. : 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. a 


Minimum charge 
In all other cases each 
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HOTELS 


HOTELS 





uv St. Louts its 
Hotel 


81H & ST. CHARLE 


‘91H 6 WASHINGTON 
4 oad andup 











Duck Display Sells Shoes 


HOLLYWoop, 
manager of Young’s, sees results in a 
spotlight and a seasonal display. Up 
near the front of the store, close to 
the cash register, he is stressing mili- 
tary heels by means of a hunting lay- 
out and a spotlight. This is a floor 
display with a background of flying 
duck cut-outs, slough cat-tails, etc., 
with four or five good, healthy-looking 
walking shoes in front of it. A spot- 
light is directed on this display day 
and night and it shows up well from 
the sidewalk. The Fall hunting idea has 
been carried out also in the wall dis- 
play niches, which in this store are not 
more than ten feet apart. Medium 
priced shoes, for men only, are featured. 





Five More Cohen Stores 


BIRMINGHAM, ALA.—Five additional 
Dan Cohen stores will be opened in the 
South during the next few months, it 
was announced here by Ben I. Fried- 
man, general supervisor who is now 
making a tour of the South. 

The locations have not yet been an- 
nounced but Mr. Friedman is busy 
looking over the territory which is one 
of his reasons for the southern tour. 


CaL.—H. D. Kinsey, | 


= 








JUST WEST of BWAY 


NEW YORK | 


1000 ROOMS...EACH WITH RADIO 
BATH ond SHOWER, CIRCULATING 
ICE WATER, LARGE CLOSETS 


reps $2950 SUES § 00 




















Exchange Rate Brings Canadian 
Shoppers to Buffalo 


BuFFALO, N. Y.—Last November it 
was possible for a Buffalonian to step 
up to his bank cashier’s window, hand 
over a $10 bill and receive on request 
the sum of $12 in Canadian dollars. 
Around Christmas time, it was possible 
to secure $12.40 for an American ten 
spot. 

Many thrifty minded Americans took 
advantage of this favorable turn in in- 
ternational exchange and made quite a 
saving on shoes, clothes and wet goods. 
It enabled a man to buy a $5 Canadian 
pair of shoes for $4 in American money. 
Workers who lived in Canadian border 
towns but plied their labor in Buffalo 
or Niagara Falls had a 20 to 25 per 
cent increase in the buying power of 
their pay checks, if cashed on this side 
and then converted into Canadian 
funds. 

Now the shoe is on the other foot. 
The Canadian dollar is quoted at a 2 
per cent premium over the American 
dollar. Canadians who work on this side 
of the line have lost their increased 
buying power at home and with 3.2 
now available and the harder stuff just 
around the corner, the old Dominion 
has lost many of its attractions for 
residents and visitors to Buffalo. As a 
result, more Canadians are coming to 
Buffalo and Niagara Falls to do their 
shopping, and shoe stores, as well as 
other retail establishments, are feeling 
some of the benefits from this source. 

So far, the Canadian dollar, if pre- 
sented in an American shop, is accepted 
at par and no premium is given unless 
the buyer requests it. If the American 
dollar continues to drop in international 
exchange and is quoted at $0.90 or less 
in terms of Canadian currency, then it 
is probable that stores, through force 
of competition, will be forced to grant 
the premium. If so, it will be the first 
time in the history of Buffalo that 
Canadian money in retail transactions 











WANTED TO PURCHASE 








; WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Al Brand Shoes such as 


4 80 s 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 
89 Reade St. Cor. Church 
. New York City 
Phone Barclay 7-7887 








POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 








Buyers of Surplus Stocks 
We will buy surplus or entire stecks ef shees 
rem manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 

















changed hands at a premium over the 
American dollar. 

Some establishments in Canadian 
border towns during the period when 
the American dollar was at a premium 
had signs in their stores giving the 
changing premiums from day to day. 
Also, some stores in Buffalo and 
Niagara Falls advertised that they 
would accept Canadian currency at par, 
even when the Canadian dollar was 
worth only 76 cents in American money. 
The idea behind this move, of course, 
was to hold the good will of their Cana- 
dian customers but it gave some Buf- 
falonians the opportunity of going to 
their banks, buying Canadian currency 
and making in many instances an 
appreciable saving in purchases. 

Buffalo ,always has enjoyed a big 
trade with Canadians because so many 
of them read American magazines and 
are influenced by the styles they see 
in those publications, also in the movies. 
The present standing of the American 
dollar in international exchange is fur- 
nishing some extra strength to all the 
other efforts being made to induce peo- 
ple to “Buy Now.” 





Gives Children’s Theater Party 


DALLAS, TEx.—A performance by the 
“Billy-Kids” was one of the highlights 
of Titche-Goettinger’s theater party 
for children on a recent Saturday morn- 
ing at the Melba theater. Among other 
features of the program: was a dra- 
matic presentation of the origin and 
history of shoes. 

The theater party, which was ar- 
ranged by Mrs. B. L. Barker, nationally 
known children’s entertainer, was un- 
der the auspices of Titche’s Billiken 
shoe department, on the fourth floor, 
where children came for their compli- 
mentary tickets. 
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Cleveland Retailers Organize 


CLEVELAND, OH10—About 45 shoemen 
met and organized the Cleveland Shoe 
Retailers Association. Reuben Metz, 
secretary of the National Shoe Retail- 
ers Association, was present to assist 
in the work of organizing. The associa- 
tion patterned its by-laws and regula- 
tions after those of the national asso- 
ciation. 

Another meeting was scheduled for a 
week hence at which the various com- 
mittees would be appointed. A letter 
was sent out to all of the 309 shoe re- 
tailers in Greater Cleveland inviting 
them to the meeting on Dec. 1. The 
services of all charter members was 
enlisted in a gigantic membership 
drive. 

Officers of the Cleveland Shoe Retail- 
ers Association were selected as fol- 
lows: 

President, Jay Harold Roberts of the 
Stone Shoe Co.; first vice-president, 
Clarence R. Faflik of the Clarence R. 
Faflik Shoe Store; second vice-presi- 
dent, J. V. Murphy of the Higbee Co.; 
third vice-president, Adolph Wachberg- 
er of the Wachberger Shoe Store; 
fourth vice-president, W. R. Caldwell of 
the Dr. Reed Shoe Store; secretary, 
Allen V. Holbrook, Jr., of the Cleveland 
Stetson Shop; treasurer, Murray Ben- 
der of the Lindner Co. 





Gallenkamp Chain Grows 


SAN FRANCISCO, CAL.—Gallenkamp’s 
popular price California shoe chain 
has opened eight new stores recently 
in southern California, giving the com- 
pany 81 stores in that state. 

The new stores are located at Pasa- 
dena, Whittier, Pomona, San Bernar- 
dino, Riverside, Santa Ana, Ventura 
and Santa Barbara. 

A color appeal has been introduced 
in the new stores, yellow, black and sil- 
ver, with the emphasis on yellow, being 
used throughout. The same pattern and 
color of modernistically designed lino- 
leum is used on all floors. Practically 
all eight stores have been placed on 
leading corners in the cities with front 
and side entrances. 
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A BUYING GUIDE TO 
OUR ADVERTISERS 


IN THIY 


Wihease se @ 





BOOTS AND SHOES 


Bass, G. H., Co., Wilton, Me............- 47 
Bett Shoe Co Philadelphia, P 48 
Brooks Shoe Mfg. Co., Philadelphia, Pa... 48 
Brown gg Co., St. Louis, Mo.........++ 89 
Chase, & Sons, Haverhill, Mass.. 61 
child Lie "Bhoe Mfg. Co., Milwaukee, 


eeeceeee 


eR Socenic a ee 49 
Clapp, Edwin, & Sons, Inc., E. Weymouth, oa 
Conneli, J. M., Shoe Co., South Braintree, 
NN £65 ee CTIA AV Ye io ean eee eewenere 61 
Dodge, Bliss & Perry Co., Newburyport, 
MES wadbecesavensecsdesdge occurs cece 38 
Ebberts, John, bw * Co., Buffalo, N. Y... 47 
Edwards, J., Co., Philadelphia, Pa. 
Back Cover 
Florsheim Shoe Co., Chicago, Ill.......... 8 
Hannahsons, Haverhill, Mass. ........... 48 
Herbst Shoe Mfg. Co., Milwaukee, Wis.... 49 
Jarman Shoe Co., Nashville, Tenn....... 10 
Marion Shoe Co., Marion, Ind........... 29 
Mishawaka Rubber & Woolen Mfg. Co.. 
eS” Ee Se eo 2nd Cover 
Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
MS Saini baa WES PE ROE EV cate ec ces sia 
Musebeck Shoe Co., Danville, Ill.......... 5 
Nettleton, A. E., Syracuse, N. Y.......... 47 
Old Colony Shoe Co., Brockton, Mass..... 47 
Owens Shoe Co., Lynn, Mass. ............ 48 


Peters, Branch of I. 8. Co., St. Louis, Mo. 25 
Richards & Brennan Co., Randolph, Mass. 47 
Roberts. Johnson & Rand, St. Louis, Mo. 385 
Robinson-Bynon Shoe Co., Auburn, N. Y. 41 
Shaw, M. T., Inc., Coldwater, Mich....... 45 
Smith, J. P., Shoe Co., Inc., Chicago, Ill. 47 

United States Rubber Co., New York City 
Front Cover 

Wear-Ever Shoe & Slipper Corp., So. Nor- 
MES WY ocencebccmasetaedessvawede 51 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass. ........... 1 
Levor, G., & Co., Inc., Gloversville, N. Y. 2-3 
Neumann, R., & Co., Hoboken, N. J...... 50 
Ohio Leather Co., Girard, Ohio.......... 23 
Panther-Panco Co., Chelsea, Mass........ 33 
Selva & Sons, Inc., New York City........ 44 


MACHINERY, LASTS. MFRS’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md............ 51 


— Shoe Machinery Corp., 
ovoNseeh aces acesed 21 hd-42- Std "Cover 


SHOE ACCESSORIES 


Simplex Shoe Tree Co., Chicago, Ill...... 49 

Weller, E. E., & Co., Providence, R. I...... 31 

Williams Mfg. Co., Portsmouth, Ohio.... 61 
MISCELLANEOUS 

American Weekly, New York City........ 4 

Hotel Berkshire, Reading, Pa............ 46 


Hotel Edison, New York City............. 5 
Hotel Governor Clinton, New York City.. 44 
Hotels Mayfair-Lennox, St. Louis, Mo.... 55 


Hotel New Yorker, New York City nies ake 46 
Hotel Piccadilly, New York City.......... 44 
Kent Garages, New York City............ 44 
Kirsch-Blacher Co., Inc., New York City.. 55 
‘National Shoe Retailers Association, Chi- 
NS ia Bis 554.05 608% dhe eS oervensces 6-7 
Poster & Deutsch, New York City........ 55 
Rubin, Irving, New York City.......... 55 
Stephenson Laboratory, Boston, Mass...... 54 





Recovery Dinner Planned 


BosTON—The 269th dinner-meeting 
of the Boston Boot and Shoe Club will 
take place at Hotel Statler on the eve- 
ning of Dec. 13, and will be “National 
Recovery Night.” 

The after-dinner program will be de- 
voted to an analysis of the National 
Recovery Act and its achievements to 
date, and the speakers will include the 
heads of various official NRA units led 
by Hugh Butler, New England Di- 
rector of the National Recovery Admin- 
istration. 

President Maxwell P. Gaddis will 
preside and give the keynote address. 





OBITUARY 





Milton Adler 


CINCINNATI, OHIO—Milton Adler, 64, 
chairman of the board of the Julian- 
Kokenge Company, died suddenly in 
New York City of a heart attack. Mr. 
Adler had just returned from a trip 
to Europe and had preceded his wife 
and two daughters who were to follow 
him within a few days. 

Mr. Adler was born and reared in 
Cincinnati and was formerly president 
of the Julian-Kokenge Company. He 
was president of the Lape-Adler Com- 
pany. For some years it has been the 
custom of the Adler family to spend 
much time in England. 

He leaves his widow, two daughters 
and a sister. Funeral services were 
held at the residence of Richard Stix, 
Ridge Road, Pleasant Ridge. The Ad- 
ler residence was in the Belvedere 
Apartments, Avondale. 





T. E. C. Johnson 


Thomas E. C. Johnson of Centerville, 
Mass., past president of the Boston Shoe 
Travelers Association and the Southern 
Shoe Salesmen’s Association, who for 
some time was sales representative for 
the A. E. Nettleton Co., passed away 
at the Deaconess Hospital on Wednes- 
day, Nov. 29. 

While Mr. Johnson had been in poor 
health for the past six months or so 
a recent severe attack necessitated his 
being rushed to the hospital where he 
passed away due to angina pectoris. 
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THE FAMOUS QUALITY LINE 
—FOR CHILDREN and SR MISSES 


Will be on display in Rooms 844 and 846 Statler Hotel, St. Louis, during 
the NSRA Convention, January 7, 8, 9 and 10th. 




















see al Sport Oxford, Dark Brown Trim. 


“% to 8, . CO Wievccccceccnsene $2.35 
8% to 12, A,B,C &D.............. 2.65 
12% to 3, A,B,C &D.............. 3.05 
3% to 9, AAA, AA, A,B&C........ . 


THE ONLY SHOES MADE 
WITH NO SEAMS INSIDE 


AND OUTSIDE tHe QUARTERS 


None Genuine 
UNLESS 














venuine Pigskin Hollywood tie, with Dark Brown 
Trim. 


8% to 12, A.B,C&D...........46- $2.65 
12% to 3,A,B,C &D...........4..- 
, AAA, AA, A, B&C........ 5 
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AN % 32 
No Seams Outside Wy 
THE QUARTERS 






No Back Seams 
—Inside or out 
—To rip or tear 
—To wear out 
stockings 

—To rub sores 
on tender 
heels, 
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No other leather . . . and no other entry 
in the register of colors . . . offers the same 
security of profitable selling, over a length- 
ening period of months, as white LEVOR 
washable kid. 


Remember also, that the great improvement in tan- 
ning white LEVOR kid makes this leather more com- 
pelling in attraction and value than ever before. 








Tests by usage and comparative analysis reveal a 
superiority for "The Whitest Whites" that would fully 
justify a premium for this leather, but due to the year 
round specialization in whites and in the choicest raw 
stock suited for the tannage, LEVOR kid is actually 
lower in price, quality for quality, instead of being 
equal or higher than other lines. 


EP ibis CN ey 





TANNERS 


WP erat tise 
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Depend upon white LEVOR kid and make the most — 
of its unique features in your selling. Purity and 
permanence of whiteness, washability of surface 
and better serviceability. 


> €O. INC. 


GLOVERSVILLE, 
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The Last Modeler knows that the toe of the 
Th last is of vital importance to the beauty of 
eC the shoe ... His efforts may be easily de- 


stroyed, however, by bulk and lack of uni- 


formity in materials used that do not follow | 
and the _ the allowances of his design. 


Celastic has been accepted by many Last 
Designers and Style Men as a material that 
will always reproduce a picture of their art. 
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THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WILL OWS 


IN A HUDDLE 


at 748 Main Street 


You see here at the Camco style salon 
(work shop to you) the best informed experts 
on style prognostication—the keenest shoe mer- 
chandisers—able pattern drafters—color specialists— 
and production wizards—all with their heads together 
and something up their sleeves. 


THIS IS AN ANNUAL EVENT 


and the prelude to another of 
those startlingly styled, amaz- 
ingly profitable lines of Camco 


SPRING AND SUMMER SANDALS 


with such zip and verve that they will sweep the 
country from Palm Beach to Alaska. (Yes, we 
sell them even in Alaska.) 


THIS IS AN ADVANCE SUGGESTION. Get in on the ground floor this 


year. Make money with other Camco dealers on 


CAMCO STREET SHOES and SANDALS 


—they’ll soon be on the road. 
® e ® ® ® 


CAMBRIDGE RUBBER CO.,, (Leather Shoe Division) CAMBRIDGE, MASS. 
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for you who 
are selling 


FORTUNE 
SHOES 


HE 13th advertisement for FOR- 
[irene SHOES will appear in the 

December 30th issue of Liberty Mag- 
azine. It is the final 1933 barrage in this 
year’s battle to win more customers and 
more profit for you. 

This FORTUNE SHOE ailvertisement 
in two colors is the best ad of the whole 
series. It will be on the back cover of 
Liberty, it will be read by more than 2 
million people the week before Christmas 
when everyone is shopping-conscious and 
in a spending mood. 

Every one of the FORTUNE SHOE ad- 
vertisements which have appeared exclu- 
sively in Liberty in 1933 has made new 
customers for you—made more sales for 
you—and more profits too. 

Remember also that this FORTUNE 
SHOE campaign is the first national adver- 
tising on a shoe in this price class, which 
has run in more than 20 years. You have a 
decided advantage over other dealers sell- 
ing shoes in this same price class because 
millions of people are already familiar with 
FORTUNE style and quality as a result of 
the advertising in Liberty. 

Cash in on this acceptance. Get a copy 
of Liberty on December 20th and paste 
the FORTUNE SHOE advertisement in 
your window. Put the date on your calen- 
dar now! 
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13 is Lucky © 





a We asked for One 
oe, ! they gave ws hrc 
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for you who 
are not selling 


FORTUNE 
SHOES 


RHAPS 1933 has been kind to you. 
Perhaps your business will show a 
very nice profit this year. We sin- 

cerely hope so! 

Wefeel, however, you have beenoverlook- 
ing a great profit-making line if you have 
not been featuring FORTUNE SHOES. 

Consider what FORTUNE SHOES have 
done to help dealers. FORTUNE SHOES 
have been advertised in large space in 
Liberty all year. A total of 13 ads has been 
run—the only national advertising on any 
shoe in this price class. 

Liberty was selected by FORTUNE 
SHOES because of its intense reader inter- 
est—an appeal that commands attention 
for its editorial and advertising content. 
Because mostof Liberty’s 2,174,000 readers 
are in the active-buying income bracket be- 
tween $2,000 and $5,000. Because Liberty 
has the largest newsstand circulation of any 
weekly magazine. 

National advertising in Liberty sells 
more merchandise as hundreds of adver- 
tisers in many fields will testify. It will sell 
shoes as FORTUNE dealers know. 

If you are selling shoes priced in the 
FORTUNE SHOE class consider this 
quality shoe which is backed with a large 
national advertising campaign in Liberty 
reaching millions of customers. 

Read the 
13th FOR- 
TUNE SHOE 
advertisement 
in the Dec. 30 
issue of Lib- 
erty. Consider 
stocking this 
popular line of 
quality shoes 
in 1934. 


LIBERTY --- America’s Best Read Weekly 
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' The LEATHER 


’ favored by fashion 


J Tandrite Calf, truly an achievement in fine 





0) leather, lends itself admirably to the making 
i) of shoes that are distinguished by their ex- 
Ww quisite finish and smart lines. Combined in 
W : Tandrite are deep, glowing color, pliability, 
durability and a finish of exceeding beauty. 


J The discriminating woman will be capti- 
Ww vated by shoes of Tandrite... in all 
0 the Sprimg shades demanded by Fashion. 


E. HUBSCHMAN & SONS, INC. 


W | PHILADELPHIA 
TANNERS OF FINE CALF LEATHERS 


| TANDRITE CALF 
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GIVE A MAN COMFORT 


MM. do want comfort along with style and fine 


quality, and our designers keep that fact ever 













in mind as each succeeding new line of shoes is pro- 
duced. Last season, in building our new line of 
Uptown shoes, we introduced five styles with the 
Foot Guide feature. This season four more have 
been added. Now there are nine, and it i going 


to be a real pleasure to us to show our ers 






Mihese nine feature shoes along with t pte 






w Spring line of Uptown Shoes 





t Town. 





Uptot 
Shoe 


With the FOOT GUIDE fe% 
je THE MAN ABOUT TG 


A STAR BRAND SHOE 





ROBERTS . JOHNSON RAND 


ST. LOUIS, MO. 
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